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AST winter and spring many 

sales of Oliver farm machinery 
were made for settlement this fall. As 
harvests are garnered, these settlements 
are being made. Transactions profitable 
to everyone concerned are thus com- 
pleted. Oliver has its legitimate profit 
for producing the machinery. Oliver 
dealers are pocketing their rightful gain 
for distributing and servicing. Bankers 
who provided the funds for the trans- 
actions are collecting the amounts ad- 
vanced with payment for the use of the 
funds. Farmers have profited from the 


use of efficient Oliver machinery. 


NEXT HARVEST’? 


iin Sie 
sapeste: se SRE Roo 


Farmers, dealers and Oliver look for- 
ward now to a new season. Fall work is 
at hand and Oliver equipment is avail- 
able for those who need to replace worn- 
out tools, or see the opportunity of mak- 
ing greater gains by using more modern 
methods and more efficient machinery. 

Oliver invites you to join with your 
local Oliver dealer in making more mod- 
ern, more efficient 3 
machinery available 
for deserving farm- 
ers in your neighbor- 
hood, thus continu- 


ing a round of trans- 


actions which increase the wealth and 
income of your customers. If there is no 
Oliver dealer in your community, Oliver 
invites you to bring to its attention an 
aggressive, energetic person in whose 
character and ambition you believe and 
through whom a successful, progressive 
business might be added to your com- 


munity. 


OLIVER 


FARM EQUIPMENT COMPANY 


400 WEST MADISON STREET, CHICAGO 
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LETTERS 





Coming Into Horseneck 


Sirs: It is rather unusual for a bank 
president to receive a letter complimenting 
him on the bank’s advertising, but that 
was the experience of President Robert L. 
Chamberlain of The Putnam Trust Com- 
pany, Greenwich, Connecticut. The letter 
complimented the bank on its series of 
newspaper advertisements featuring Green- 
wich, past and present. 

The advertisements, which ran three 
newspaper columns wide, dealt alternately 
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The New York to Boston Stage in 1772 


“Coming into Horseneck,— 
youll have to get out and walk!” 


The stage made three trips a week in the summer and two in 
the winter over the old Post Road (Now U. S. Route No. 1). The 
highway then was rough in many spots, and when the stage 
approached Horseneck (Greenwich) passengers frequently were 
asked to get out and walk, and sometimes they and friendly in- 
habitants, too, would help push the stage up the hill 





GREENWICH, CONNECTICUT 
“Greenwich Business Prospers By Your Patronage” 


XY Member of the Federal Depesit Insarance Corporation WH 


with historical scenes or events in Green- 
wich, and the modern institutions of the 
community. Each advertisement ties up the 
subject with the bank’s financial services: 
The historical subjects include old 
Colonial houses, of which there are many 
still standing in the Town of Greenwich, 
General Putnam’s famous ride in 1779, 
the New York to Boston Stage in 1772, and 
other events and incidents of Colonial and 
Revolutionary War days. The modern 
institutions used include the Town Hall, 
the High School, the Library, the Post 
Office, the Hospital, the Y. M. C. A., the 
Y. W. C. A., churches, clubs, and a number 

of commercial enterprises. 

T. D. MacGrecor, 
MacGregor and Woodrow, 
(Advertising) New York, N. Y. 
¢ ¢ 


Translated to the Portuguese 


_Smrs: I found the article “Building 
New Business,” by Laurance Armour, in 
the March issue of The Burroughs Clearing 
House so interesting and useful that I 
wanted to pass its ideas and principles to 
the management and staff of the bank 
where I work, translating it to the Portu- 
guese language. 

I do not know if you have an idea of 
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the banking activities of this country, but 
we must emphasize that we look to your 
country to learn and progress, endeavour- 
ing to know how you are working and what 
you are doing. In this respect, your 
article is a source of inspiration. 

If it does not inconvenience you I would 
like to receive the remaining letters of the 
series, “‘Letters of a Business Man to 
His Son.” 

RosBerto PEAKE RODRIGUES, 

Secretario da Directoria, 
Banco do Estado de Sao Paulo, 
Sao Paulo, Brazil 
¢ ¢ 


For the Bank of Japan 


Sirs: We are enclosing a photograph 
of the two large doors we recently com- 
pleted for the Bank of Japan, installation 
of which will begin in the very near future. 


Although these doors 
are not the largest ever 
built, their thickness 
plus the thickness of 
the bolt work ranks 
them as two of the 
largest in the world. 
The doors each meas- 
ure 95 inches high by 
69% inches wide, and 
with the frame are 
114% inches high by 
91% inches wide. The 
door is 36 inches thick 
with 8 inches more for 
the bolt work frame, 
— a total thick- 
ness of 44 inches, and a weight of 45,000 
pounds. The locking bolts weigh 100 pounds 
each, and the hinges each 5,300 pounds. 
The entire job, which consists of two 
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both institutions. 








One purpose underlies 
Central Hanover dealings with each 
correspondent bank: to try to make 


the relationship advantageous to 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 
NEW YORK 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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main doors and four small doors makes the 
entire piece of work one of the largest 
ever made by an American manufacturer. 
The entire set of six doors required eight 
flat cars for shipping to the seaboard 
The 524,000 pounds of steel were crated 
in enough oak to build a small house. 

The doors were designed to be flood- 
proof, earthquake-proof, and _riot-proof. 
With a six foot wall around the doors, it 
would be practically impossible for anyone 
to gain entrance to the vaults. Of course, 
any bank vault can be entered eventually 
butin this case it would take a large number 
of men a long time. 

H. E. THomas, Manager of 

Advertising and Sales Promotion, 

Herring-Hall Marvin Safe Company, 


Hamilton. Ohio 
¢ °¢ 


Seasonal Agencies 


Sirs: I have been checking into the 
question of seasonal agencies and believe 
you will be interested in information I have 
obtained from the Comptroller of the 
Currency and from President Clarence 
Chafey of the Ocean County National 
Bank of Point Pleasant Beach, Point 
Pleasant, New Jersey. 

On December 13, 1935, the Comptroller 
of the Currency authorized the Ocean 
County Nations! Bank of Point Pleasant 
Beach to establish a seasonal agency in 
the neighboring borough of Bay Head, 
New Jersey. This was the first seasonal 
agency of a national bank to be set up 
under Section 305 of the Banking Act of 
1935. 

Bay Head is a _ wealthy residential 
summer resort on the New Jersey coast. 
In summer its population is several thou- 
sand; in winter the community has less 
than five hundred. From 1927 to 1935 it 
had its own small bank. Although this 
institution weathered the depression and 
the bank holiday, it made no money and 
was consolidated with the Ocean County 
National Bank. 

The seasonal agency is open for six 
months of the year. Since funds are 
transferred at the end of each day to the 
main office, two employees are found 
adequate to handle the business. It is 
now in its second year. 

According to the Comptroller of the 
Currency, the following banks have also 
opened seasonal agencies: 

On April 1, 1936, the First National 
Bank of St. Ignace, Michigan, was au- 
thorized to establish a seasonal agency at 
Mackinac Island, Michigan. 

On May 29, 1936, the Mahopac National 
Bank, Mahopac, New York, was authorized 
to establish a seasonal agency at Oregon, 
New York. 

On April 3, 1937, the First National 
Bank in Reno, Nevada, was authorized to 
establish a seasonal agency at Calneva, 
Nevada. 

ISABELLE M. BENNETT, 

Montclair, New Jersey 
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THE TREND of BANKING 





Semiannual 
Report of FDIC 


A net decrease of eighty-six in the 
number of insured banks and a net increase 
of $21,000,000 in the surplus of the Federal 
Deposit Insurance Corporation are fea- 
tured in its semiannual report made 
public by Leo T. Crowley, chairman. The 
report shows total assets of $368,521,360 
at the mid-year. 

From January 1, 1934 to June 30, 1937, 
the figures show, 132 insolvent insured 
banks were placed in receivership or 
merged with the aid of loans. There was a 
net decrease of 86 in the number of insured 
banks during the six months ended June 30, 
1937. Banks admitted to insurance dur- 
ing the first six months of this year num- 
bered 38, but offsetting this there were 
21 suspensions, 102 mergers, absorptions 
or voluntary liquidations, and one termina- 
tion of insured status. 


Shortage 
of One-Family Houses 

There is an actual shortage in the United 
States today of single-family houses, but 
not of large apartments or two- or three- 
family buildings, according to a poll of 














FEDERAL INTERMEDIATE 
* CREDIT BANK * 


CONSOLIDATED DEBENTURES 


Exempt from Federal, State, Municipal 
and Local Taxes 


Authorized by an Act of Congress approved 
March 4, 1923 As A ded 











Consolidated debentures are the 
joint and several obligation of 
the twelve Federal Intermediate 
Credit Banks. 

Eligible up to six months’ ma- 
turity for purchase by the Federal 
Reserve Banks and are acceptable 
as collateral security for fifteen 
day loans to member banks of 
the Federal Reserve System. 


Consolidated debentures are legal 
for investment by —- banks 
in the State of New York. 


Eligible as security for all fidu- 
ciary, trust, and public funds held 
under the authority or control 
of officers of the United States. 
These debentures have been ap- 
proved as security for deposits 
of postal savings funds. 


* Further information and circulars can 
be obtained through your dealer or 





CHARLES R. DUNN 


FISCAL AGENT 
For the Federal Intermediate Credit Banks 
New York City 


31 Nassau Street e 























members of the Mortgage Bankers Associ- 
ation of America. According to George H. 
Patterson, secretary, 74 per cent of the 
members replying to the poll said an 
actual single-family house shortage 
existed, while only 36 per cent reported 
a shortage of large apartments. 


Family 
Income Catches Up 

After lagging behind living costs during 
the first two and a half years of recovery, 
the average family’s pay envelope caught 
up with outgo in the spring of 1936, and 
has since definitely outstripped the rise 
in the cost of living, especially in the first 


$150 FAMILY INCOME vs. 
$145 COST OF LIVING 
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$30 COST OF 1 MONTH 
FOOD SUPPLY 





1933 1934 i935 2 1936 i937 
half of 1937, according to a study made 
by Northwestern National Life Insurance 
Company. An average United States 
family earning and spending $120 a month 
in 1933 must now pay out $141.62 to 
maintain the same living standards which 
$120 supported in 1933; but meanwhile the 
family pay envelope has expanded to$147.23. 


Record of 
Mutual Savings 


Deposits and number of depositors in 
mutual savings institutions reached new 
records during the first half of the year, 
the National Association of Mutual Savings 
Banks said in releasing its mid-year 
analysis. The mutual institutions, operal- 
ing in 18 states, are serving the largest 
number of savers, having the greatest 
accumulation of funds, in the 121 years 
since these banks were founded. 

Their assets in the first six months of 
1937 rose by $128,735,621 to the record 
total of $11,588,146,918. The most im- 
pressive increase took place in the total 
of accounts, which grew by 291,607. 


Banks As 
Want Ad Agencies 


Toronto banks have added the handling, 
both the accepting and the collecting of 
payment for, newspaper want ads (classi- 
fied advertising) as another source ol 
income. The service resembles the collec- 
tion of gas and electric bills. 

The Toronto Daily Star, largest news- 
paper in the Dominion, recently acquired 
the fifty-six Toronto area branches of the 
Canadian Bank of Commerce as agents. 
While neither the newspaper nor the bank 
has divulged the exact rate of payment 
by the newspaper for this service, it is 
known that a commission is paid the bank 
based on the number of items handled. 

On September 1 the Imperial Bank of 
Canada will mark seven years of a similar 
service for the other Toronto evening 








BEFORE YOU SUBSCRIBE TO 
ANY FINANCIAL SERVICE LOOK 
AT POOR’S NEW MANUAL. 





THE ONLY BOUND MANUAL 
KEPT UP-TO-DATE DAILY... 
RAILROADS, PUBLIC UTILITIES, 





INDUSTRIALS, 





FISCALS..... 


COMPLETE FOR $130 PER YEAR 




































































De Luxe facilities are 


geared to the widely 
varying requirements | 
of over three thousand 


bank customers, served | 
regularly each month 


from our five manu- | 


facturing plants. 





CHECK PRINTERS /NC, 


Lithographers and Printers 


PLANTS AT 
CHICAGO CLEVELAND KANSAS CITY 
NEW YORK ST. PAUL 





REEL RN ARNON SERRE 


Toronto area. 





newspaper, the Evening Telegram. The 
Imperial Bank has forty branches in the 
The bank is paid a flat 
rate for each account collected and each 
want ad placed through the bank. 

The want ads accepted by the bank 
branches are mailed or delivered each after- 
noon to the newspaper offices for publica- 
tion the following day. 


Speed of 
Air Express 


For the convenience and reference of 
transit departments, an air express map 
of the United States is being reproduced 
below. The map is printed through 
the courtesy of the Air Express division 
of the Railway Express Agency, Inc., 
which provides direct air express service 
to and from 216 cities of the country over 
28,000 miles of air lines. 

The scheduled time of airplane arrivals 
enables deliveries to be made before the 
clearing house deadline at many of the 
large banking cities. When the margin of 
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time is close between the plane arrival 
and the deadline, bank shipments are 
rushed direct from airports to the banking 
district. Night deliveries are made to 
banks that employ a night clerical staff. 

By studying air schedules, the minimum 
elapsed time between a given point and a 
destination can be determined. Some 
surprising examples of the speed of air 
express can be observed in the accompany- 
ing chart of approximate elapsed time 
among the twelve Federal Reserve cities. 
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Topics for 
Building and Loan 


Hopeful of having at least 2,000 dele- 
gates at its convention in Los Angeles 
October 6-8, the United States Building 
and Loan League is pointing to sessions 
paying unprecedented attention to the 
source of future mortgage funds. In 
shaping its convention program, the league 
is bringing up for discussion the things 
about which the investor in a mortgage 
institution is concerned, reserves, liquidity, 
and possibilities of uniform dividend rates. 

Simultaneous with the League conven- 
tion, the Society of Residential Appraisers 
will hold its annual convention, bringing 
about 200 expert real estate appraisers 
into the group assembled at Los Angeles. 


Gold Prices 
and Future of Silver 


Foremost among topics for discussion 
at the forthcoming Annual Convention 
and Exposition of the Western Division 
of the American Mining Congress are gold 
prices and the future of silver. Gold is 
scheduled for discussion by Marriner S. 
Eccles, chairman of the Federal Reserve 
Board, and silver will be talked upon by 
United States Senator Key Pittman, 
Nevada. 

The meeting is to be held at Salt Lake 
City September, 7 to 10. Legislation 
directly bearing upon the mining industry 
and problems of mine operation also are 
on the program. 


Some 
New Books 

LirFE INSURANCE AND Trust COUNCILS 
is the title of a new handbook published 
jointly by the Trust Division of the Ameri- 
can Bankers Association and the National 
Association of Life Underwriters. 

The handbook states that “‘the life 
insurance and trust council is an associ- 
ation of life underwriters and representa- 
tives of trust institutions in a city, dis- 
trict, or state, organized for the purpose 
of mutual helpfulness and the pooling of 


COURTESY OF RalLwaY EXPRESS AGENCY INC 
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iL knowledge, in order that both groups may | 
provide the most intelligent and most | 
helpful service to estate owners and life | 

insurance policyholders, thereby promoting | 








7 the extension of trust service and the use | 

Ls ay ai: - al 

a. of life insurance in estate matters. The | 

° handbook sets forth the objectives, origin, 

m and practical steps to be taken in organiz- 

e ing these councils. 

a Copies may be obtained for 25 cents 

“ each from the American Bankers Associ- 

; ation, 22 E. 40th St., New York City. 

9 

S. a a a 

}- 

s Creation of a more flexible railroad 

g capital structure is recommended to | 

rs American railroads and to banks which | 

Ss. have invested large sums in_ railroad | 
obligations in a report made public by | 
Dr. Irvin Bussing, economist of Savings | 
Banks Trust Company, New York. The | 

‘i recommendation includes consistent 

me planned reduction of bonded indebtedness | 

ms of railroads with considerably greater em- | 

d phasis in the future on stock financing as 

ie against bond financing. | 

: The author expresses his belief that the 


‘ logic and the formula developed are | A Good Bank to Deal With in Your 


equally applicable to the financial policy 
i of other debtors. | 


The full report can be obtained by | i REA | Ak KS MARK K 
7 writing to—Savings Banks Trust Com- | 
- pany, 14 Wall Street, New York. There | 
mA is a charge. E 
* * * * - m Pe 
re | To Companies Selling Nationally : 
SUPERVISION AND CONTROL OF VIRGINIA ! 
Strate Banks by Allan Garfield Gruchy. | " : 
(A publication of the University of Vir- | The Great Lakes market is of tremendous impor- 
ginia Institute for Research in the Social | . ‘ 
4 Sciences. Published by D. Appleton- | tance. In this area are 28 per cent of the country’s 
d Century Company, New York, $3.50.) | families, 40 per cent of the wage earners. Its heavy 
i. Focusing on the problem of bank | . : : A 
i regulation in Virginia and other states, industries produce about two-thirds of the nation’s 
the book surveys the historical back | ' 
1e book surveys the batort il background | output of such products. ... As a market, it absorbs 
fe of the problem, analyzes the legal status 
" of state bank regulation, and examines a large part of the industrial and consumer goods 
as critically the present system in actual 
‘t operation in Virginia. volume of the whole country. 
se | , : 
of ff Wells Fargo Central National Bank is a Great Lakes Bank. 
: Motion Picture | Centrally located in the area, it has co-operated 
Many an epic of the west has been done 2 P . - ° 
P by the movies on gunfighters and fast- | actively with the industries of the region for half a 


shooting peace officers, but never until 
now has the pioneer business man held the 
role as hero. A aew production, ‘Wells | been reckoned in the progress of many companies 
Fargo,” tells the story of such a man— . 
Ramsay McKay, one of the banker- and their banks. 
expressmen of the period 1844-1870. 

That quarter-century was a period of 
great moment in American history. It 
saw the settlement of the newly-acquired 


Louisiana Purchase; the young nation 
crowding over to the Pacific; and the 
discovery of gold in California. 
Ramsay McKay, in the picture, is shown = 
playing a part in the establishment of ZL / Cl. a | \e 
expressing and banking. ; ee: 1 she 3 
Joel McCrea takes the principal role, Sey, 
supported by Frances Dee, Ralph Morgan, fe "4 Ae en Fe oe ee ee - 
and Bob Burns. Frank Lloyd directed me Ea oe NCS OO \) 
the picture. Paramount produced it. 


century. Its experience, facilities and location have 
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State and Municipal Issues 


FIRST SIX MONTHS-—1937 


Underwritten alone or with associates by Halsey, Stuart & Co. Inc. 


$ 800,000 BIRMINGHAM, ALA. +$ 2,225,000 MINNESOTA, STATE OF 
3% % Bonds, Due 1940-49 2% Certificates of Indebtedness, Due 1942 
? 205,000 BOONE COUNTY, IOWA * 271,250 MONTCLAIR, N. J., TOWN OF 
245% Bonds, Due 1940-45 2% % Bonds, Due 1938-70 
+ 1,600,000 BOSTON, MASS. ” 50,000 NILES, MICH., CITY & TWP. S. D. 
2% % & 3% Bonds, Due 1938-57 2% % Bonds, Due 1938-47 
* 5,000,000 BOSTON, MASS. - 90,000 ORLEANS COUNTY, N.Y. 
1.28% Temp. Loan Notes, Due 3-25-1938 2.30% Bonds, Due 1938-42 
* 4,000,000 BOSTON, MASS. ° 170,000 OSWEGO, N. Y. 
1.30% Temp. Loan Notes, Due 4-21-1938 2.10% Bonds, Due 1938-47 
1 24,973,000 BOSTON METROPOLITAN DISTRICT t+ 60,000,000 PENNSYLVANIA, COMMONWEALTH OF 
“A” & “B” 2% % Bonds, Due 1938-62 144 % Notes, Due 5-31-1938 
+t 900,000 BRIDGEPORT, CONN. ? 750,000 PORTLAND, ME. 
0.93% Notes, Due 5-15-1938 2% % Bonds, Due 1952 
. 285,000 CARROLL COUNTY, IOWA al 125,000 ROCKFORD, ILL. 
244% Bonds, Due 1938-46 2% % Bonds, Due 1938-57 
™ 500,000 CHEROKEE COUNTY, IOWA " 76,000 ROCK ISLAND COUNTY, ILL., S. D. No. 41 
2% % Bonds, Due 1948-50; Opt. 43 2.70% Bonds, Due 1956 
* 770,000 CLAY COUNTY, IOWA ” 130,000 ST. JOSEPH, MO. 
244% Bonds, Due 1938-46 34% Bonds, Due 1942-57 
” 150,000 CLINTON COUNTY, IOWA t 500,000 SAN DIEGO COUNTY, CALIF. 
2% % Bonds, Due 1943-45 2% % Bonds, Due 1943-45 
* 6,126,000 COOK COUNTY, ILLINOIS ” 110,000 SARATOGA SPRINGS, N.Y. 
Series“A”4% Bonds, Due 1956; Opt.’38-49 1.90% Bonds, Due 1938-44 


- 144,000 DALLAS COUNTY, IOWA t 400,000 STAMFORD, CONN., TOWN OF 
2% % Bonds, Due 1938-46 Temporary Loan Notes, Due 3-1-1938 
* 50,000 DUTCHESS COUNTY, N. Y. t+ 10,066,000 TENNESSEE, STATE OF 
1.40% Bonds, Due 1938-40 3% % & 3% % Bonds, Due 1944-49 
- 105,000 EASTCHESTER, N. Y., TOWN OF + 1,000,000 UTICA, N.Y. 


1% % Bonds, Due 1938-41 0.73 % Certs. of Indebtedness, Due 8-8-1937 
t+ 8,520,000 FAIRFIELD COUNTY, CONN. ° 367,000 WINNEBAGO COUNTY, IOWA 
1% % Bonds, Due 1938-52 2% % Bonds, Due 1938-46 
- 98,000 GREENBURGH, N. Y., TOWN OF + 1,100,000 YONKERS, N.Y. 
2.70% Bonds, Due 1938-47 2% % Bonds, Due 1943-61 
* 441,000 GRUNDY COUNTY, IOWA 
4 - 
2% % Bonds, Dus 1936-46 *Underwritten alone by Halsey, Stuart & Co. Inc. 
* 450,000 HAMILTON COUNTY, IOWA 
24% Bonds, Due 1938-46 tAccount headed by Halsey, Stuart & Co. Inc. 
* 400,000 HUMBOLDT COUNTY, IOWA {Account headed jointly by Halsey, Stuart & Co. Inc. 
214 % Bonds, Due 1948-50; Opt. ’43 
” 100,000 INDIANAPOLIS, IND., BOARD OF Descriptive circulars and current quotations will be supplied for 
2 hep ames 3 ae any of the above securities upon request. 
uy ” . 


, 75,000 KANSAS CITY, KANSAS, BOARD OF 
EDUCATION, 213% Bonds, Due 1938-47 
* 75,000 LANSDOWNE, PA. S. D. 
2% % Bonds, Due 1946-55 
° 216,000 MAMARONECK, N. Y., TOWN OF 
344% Bonds, Due 1938-57 
a 160,000 MANCHESTER, N. H. 
3% Bonds, Due 1938-57 
° 70,000 MARINETTE COUNTY, WIS. 
3% % Bonds, Due 1942 
+ 696,000 MARION COUNTY, IND. 
2% % Bonds, Due 1938-47 
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HOW DOES THE 1936 REVENUE ACT AFFECT YOUR INVESTMENTS 


What will be the net yield after payment of taxes under 
the 1936 Revenue Act.... At your level of income, will 
you benefit in net yield from buying bonds wholly or 
partially exempt from Federal Income Taxes... . These 


questions are answered in this folder. ... There is a sepa- 
rate tabulation for corporations, including banks, trust 
companies,and insurance companies. ... A copy will be 
sent without obligation—write for Folder BC-97. 
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CHICAGO, 201 South La Salle Street «+ NEW YORK, 
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One of many interesting home photographs from the files of the Federal Housing Administration. 
is located in Oakland, California 





This home 


ODERN Houses 
and Morteage Loans 


The first of three articles reporting the Federal Housing Ad- 


ministration’s observations on housing and mortgage lending 


N few other fields of finance has 
the picture changed so completely 
and so quickly as in that of home 

mortgages and residential construction 
in general. The banker’s approach to 
such a loan is at the opposite pole from 
the way he went at it eight or ten 


years ago. What are these changes, 
and how have they been brought 
about? 


Back before times changed, even as 
late as 1930, when Mr. and Mrs. John 
Doe decided to build a house or buy 
one from the developer, John usually 
went to his bank and borrowed up 
to 50 per cent on a liberal appraisal, 
giving a first mortgage and paying a 


by 
ARTHUR VAN VLISSINGEN 


rate which more often than not was 
precisely 6 per cent, with another 
16 per cent per year paid in a lump 
sum to the bank as commission for its 
services. If he needed more than 
50 per cent, he got it from a second 
mortgage lender who might be an 
individual, a loan corporation, even a 
subsidiary company belonging to the 
bank — paying the legal limit of inter- 
est, plus anywhere from 2 per cent 
to 4 per cent a year commission. 
Sometimes the second mortgage pro- 


vided that he pay it off in monthly 
installments. As for the first mort- 
gage, he renewed it each time it ran 
out, paying off some principal only 
when demanded by the lender to 
keep up with the depreciation of build- 
ing and neighborhood. 


F John was one of a group of steady 

savers, perhaps he went to his build- 
ing and loan association instead of to a 
bank. The building and loan contract 
typically provided that he agree to 
make weekly or monthly payments 
on a block of shares equal in face 
value to the amount of his building 
loan. This was figured out so that at 
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a specified time, usually somewhat 
more than ten years, these regular 
payments would equal his obligation. 
Then he would wash out the one with 
the other, and happily burn the mort- 
gage. Thus was brought about the 
greater proportion of all mortgage- 
free home ownership in the United 
States, for it was the only widely 
distributed system of residential 
financing which inevitably led to 
clearing off the debt. 

In the later years of the pre-depres- 
sion boom, a few large lenders dis- 
covered that a periodic reduction of 
the mortgage debt would make a 
safer loan than the old-fashioned type 
of lump-sum mortgage, even if the 
amortized type should be made at the 
outset for materially more than 50 per 
cent. It was simple mathematics. If 
a house depreciates 21 per cent a 
year, the most commonly used rate, 
and the equity-owner reduces the 
mortgage by a larger percentage 
annually, then if the original appraisal 
was conservative enough and unless 
something untoward occurs to knock 
the props out from under the value 
of that piece of property, the mortgage 
should become better each year as 
the margin of safely increases, and 
from the very beginning of the period 
should be almost loss-proof. It is 
only fair to say, in retrospect, that the 
life insurance company mortgages of 
amortized type which went sour dur- 
ing the depression and caused sub- 


stantial losses to the lenders did so 
for one or a combination of three 
causes: 1. Excessive valuation on 


original appraisal; 2. Abnormal hazard 
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such as a one-industry town; 3. In- 
herent financial strength of the equity- 
owner insufficient to withstand the 
rigors of depression, thus dumping the 
property at a time when a top-quality 
house in a good neighborhood could 
not be sold for $500 a room. Practi- 
vally every mortgage of the type which 
collapsed for Reason No. 3 has since 
turned out to be not a loss at all, but 
a source either of a profitable income 
or of a capital gain, if held right 
through by a strong lender. 


O much for the past. Let us now 

assume that William Doe and his 
wife are today building or buying a 
new home. How does their procedure 
differ from that of John Doe some years 
ago? In the first place, William may 
have a good deal of trouble finding a 
lender who will make an old-fashioned 
mortgage. Whether he goes to his 
bank or to one of a number of other 
equally reputable types of institution, 
he will probably find that the standard 
kind of loan now being made is for a 
longer term than the standard five 
years of pre-depression days. It can 
be obtained for a larger percentage of 
appraised value than previously, any- 
where up to 80 per cent—but the 
appraisal will not be luxuriously gener- 
ous, rather it will be businesslike and 
factual. But it is in the terms of 
payment that he will face something 
different from before. He will almost 
surely find that he will be expected to 
make monthly payments on the mort- 
gage, thus meeting much like rent 
not only the interest but also a bit of 
the principal and likewise the taxes, 


insurance, and some other items. As 
for second mortgages, he will have no 
need for one if he is in financial shape 
good enough to justify the first mort- 
gage loan, and he will find the first- 
mortgage lender entirely unwilling to 
have the picture cluttered up with 
any junior obligations. 


HIS is a changed picture from that 

of ten years ago. It is different not 
only from the borrower’s side of the 
fence. It brings into the picture an 
investor who is almost without excep- 
tion a financial institution rather than 
an individual. Why? Simply because 
the individual who used to buy a 
$2,000 or a $5,000 mortgage does not 
find a monthly repayment plan attrac- 
tive. He knows that if the mortgage 
principal comes back to him at a uni- 
form rate of $15 or $25 a month, he 
will probably spend the money instead 
of reinvesting, and thus will dissipate 
his hard-won capital. The only in- 
vestor who finds a monthly repayment 
plan attractive is someone with a 
steady problem of reinvestment, which 
pretty much confines this type of 
investment to a financial institution 
or else to one of a very small group of 
folks who have enough money to 
make their investment problems com- 
parable with the problems of an 
institution. 

What has brought about this 
change? To go back to first causes, 
we must admit that it came because 
the depression proved the old-style 
lump-sum mortgage a pretty weak 
financial vessel. The loan of $5,000 
on a piece of property originally worth 
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$10,000 remained at $5,000 for re- 
newal after renewal. When the in- 
vestor needed his cash, say in 1933, 
he had no way to get it except to fore- 
close or otherwise obtain title, only 
to find in all probability that the 
property had depreciated to a boom- 
time value of $5,000 and a slump- 
time value of $2,000. Thus the 
investor who wanted cash obtained 
instead a piece of real estate, and 
when he tried to convert the real 
estate into cash he found it had 
miraculously shrunk. 


HESE are the underlying causes 

which have brought the monthly- 
payment mortgage so prominently 
into the picture. The immediate 
reason for its sudden and widespread 
popularity among lenders is, however, 
the existence of the Federal Housing 
Administration with its power under 
Title II of the National Housing Act 
of 1934 to insure mortgages made 
under the regulations which it sees fit 
to promulgate. And the FHA has 
plumped for the amortized mortgage. 
It is the only kind of mortgage you 
can get past the FHA underwriters, 
since regulations prescribe it as the 
only acceptable type. Ergo, the man 
who wants to make insurable mort- 
gages and thus safeguard his capital 
as well as most of his interest —this 
man makes the loan on amortization 
terms, or else. 

Oddly enough, one encounters com- 
paratively little resentment at this 
complete overturn of mortgage prac- 
tices by a government bureau. Every- 
one knows, from bitter (See page 23) 





Another distinctive FHA home, in Atlanta, Georgia 





An FHA Colonial home in Orlando, Florida 





Small houses are featured in this photo of Glendale Park, Glendale, California. The en- 
tire tract of 147 acres of 702 lots was laid out in accordance with FHA recommendations 
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ANKERS are hearing a great 

deal about their public relations 

problems these days so it is 
probably not amiss to consider the 
question, and particularly to consider 
the part played by the bank’s per- 
sonnel. 

Perhaps your bank may be among 
the rather small minority that has 
already come to realize that any at- 
tempt on the part of the bank to 
improve its relations with the public 
must, of necessity, derive its power 
from inside agencies, from your em- 
ployees and your officers. If 


your 
inside agencies are not functioning 
properly then. your advertising ac- 


tivities are, to a great extent, being 
wasted because, obviously, the latter 
can do no more than supplement the 
former. It would be something like 
washing and polishing the car for a 
holiday trip, only to find later that the 
motor was not capable of making the 
trip. The shiny exterior offered to the 
public gaze would be quite ineffective. 

It is only academic to say that any 
form of bank advertising designed to 
sell the public on the idea of using a 
particular bank must fall far short of 
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Lhe Personnel Phase 


of Pustic RELATIONS 


RICHARD H. WELLS 


Assistant Cashier, State-Planters Bank and Trust Company, 
Richmond, Virginia 


The thought is advanced that an unending 
succession of problems has, perhaps, led 
banks to take the personnel too much for 
granted....that a thoroughgoing esprit 
de corps is a factor of first importance 


its goal if it does not have the full 
support of the institution’s personnel. 
A lending officer’s impatience with a 
prospective borrower can nullify the 
best ‘“‘Money to Lend”’ advertisement 
ever written. A window employee’s 
rudeness or indifference is a direct 
invitation to many of its customers to 
point with bitter ridicule to the bank’s 
advertisements, the subject of which is 
the bank’s friendliness. 


There never was a time in the 


history of banking when the bank 
could so little afford to ignore the 
public, or when it could better court 
public favor. Nor was the time ever 
better than now for banks to initiate 
their own individual “‘clean-up” cam- 
paigns, not through the newspapers, 
not over the radio and not through 
Congress, but in the privacy of their 
own four walls. There they can drive 
home to every member of their staffs, 
employees and officers alike, the need 


Any form of advertising designed to sell the public on the idea of using a particular bank must fall short if 
it does not have the support of the personnel 
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The bank’s salesmen are its officers, its tellers, its bookkeepers, and its clerks. 
have them handle the public with indifference 


of the public’s confidence and good 
will. There they can convince their 
forces that banking is an honorable 
business if honorably practiced, but 
that the days of carrying on a banking 
business from a pedestal are over. 


N other words the banks must 

coax back into their organizations 
that esprit de corps, and they can’t 
do that by advertising alone. They 
can do it by ironing out the bumps in 
their own organizations, and by tak- 
ing time to scatter some encourage- 
ment among their people. They can 
do it by adjusting some of the in- 
equalities in work and pay that have 
crept into their set-ups, and by using 
their employee’s clubs for genuinely 
constructive effort. 

The rapid growth of banks, the 
acute problems with which they have 
been faced, and the lightning like 
changes which have occurred in the 
past few years have taken their toll 
of the banker’s time. In attempting 
to deal with the new and vexing ques- 
tions with which he has been con- 
fronted the banker has, perhaps, taken 
for granted that his old reliable force 
is working out its own salvation, 
building up its own morale, when, as 
a matter of fact, that force has needed 
more than ever a strong guiding hand 
and kind encouragement. 

For the past several years the bank 
clerk and the bank officer have had, 
as a whole, small opportunity to show 
financial progress. During the same 
period the bank employee has found 


himself burdened with more and more 
work as his institution, to offset lower 
earnings, strove to reduce its operat- 
ing cost by installing labor-saving 
methods and by the non-replacement 
of those of its force who left. Salary 
cuts and the abandonment of the 
yearly bonus did not add materially 
to the bank employees’ happiness in 
spite of the general admonition that 
‘one should be happy to have a job 
in these times.” 

Conditions like these can _ breed 
discontent which is eventually con- 
veyed to the bank’s customers through 
the manner in which they are handled 
by the bank’s force. In view of its 
utter dependence on the confidence 
and good will of the public, a bank, 
more so than other forms of endeavor, 
can ill afford to have its staff handle 
the public with indifference. If dis- 
content and indifference are not 
promptly dealt with, it is here that a 
bank can watch for the disintegration 
of those inside agencies which are an 
integral part of sound and pleasant 
public relations. In this direction 
may stray the ambitions of those 
many salesmen and_ representatives 
carried on the bank’s pay roll as 
tellers, and bookkeepers, and clerks, 
who put in their work for the institu- 
tion not only during banking hours, 
but during playing hours as_ well. 
Out this way may go the keen instinct 
of those who can scent a piece of new 
business from Boston to Los Angeles. 
Over yonder may have gone the 
enthusiasm of the front line men and 














The bank can ill afford to 
Drawings by HAROLD FLUCKE 


woimen who weren’t satisfied merely 
to open the new customer’s account, 
but generally sold him a lock box as 
well and then obtained information 
from him which later led to securing 
a profitable trust contact. And through 
the back door can creep, inch by 
inch, that esprit de corps which has 
been built up so painstakingly over a 
long period of years. The bank may 
still retain the most rapid tellers, the 
fastest bookkeepers and the hardest 
boiled lending officers in the country 
but have lost that extra something, 
that additional spark, the will to 
outstrip, to get ahead and to keep the 
institution ahead of the parade. 


F you are going to advertise to the 

community that you wish to make 
loans, it seems obvious that the lend- 
ing officers should be cautioned to go 
fully into each prospective borrower’s 
proposal and to say “‘No”’ in the most 
tactful way possible, and then only 
after everything possible has been 
done to help consummate the loan 
within limits set by the bank. 

I was recently told of an incident 
which fully illustrates the point. An 
out-of-town merchant made applica- 
tion to a local bank for a $2,000 loan. 
His decision to honor the particular 
bank to which he applied was in 
response to an invitation which that 
institution had extended him in the 
form of a series of newspaper adver- 
tisements telling of their desire to 
lend money. The series of advertise- 
ments had appeared in a local paper 
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to which the out-of-town merchant 
subscribed and had reiterated the 
bank’s policy of having always loaned 
and its intention to continue lending 
to deserving persons who could put 
up satisfactory collateral. 

This man read the bank’s advertis- 
ing copy, and he took it seriously. 
He was introduced to a_ lending 
officer by one of the bank’s clerks, 
who explained in making the introduc- 
tion that although the prospect had 
no account with the bank he con- 
templated transferring his business to 
them in the near future. The lending 
officer, in some way, inadvertently 
got the impression that the prospect 
wished to borrow without security 
and fearing that the clerk intended 
leaving him alone with the onus of 
refusing the request, furned the loan 
down before the prospect had even told 
him what he wanted. After the prospect 
had left the lending officer found that 
the prospective borrower was worth 
$50,000, had intended securing his 
loan with government bonds, and 
that the clerk had been working on 
the account for some time. 

When put down in black and white 
this case is hard to believe. However 


For a similar viewpoint note the paragraphs ‘‘Salaries and Advertising,’’ and ‘‘Spending in the Right Places."’ 
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it is happening, in a more or less 
modified way, hourly in banks all 
over the country. It shows a total 
lack of co-ordination between a bank’s 
inside and outside agencies. It dem- 
onstrates that painstaking effort, fruit- 
ful of results, had been. put into a 
bank’s advertising copy, but from 
that point on the action of the bank’s 
personnel had been taken for granted. 


T is probable, from the very birth 

of the new business idea in banks, 
that those engaged in an effort to 
improve customer relations have often 
expressed themselves bitterly on the 
subject of their institution’s attitude 
toward its prospects who wished to 
inaugurate a relationship with a loan. 
There is much to be said on both sides. 

An instance with which I am 
familiar concerned the application for 
a loan from a neighboring bank by a 
bank officer. In spite of the fact that 
he had New York Stock Exchange 
collateral valued at twice the amount 
of the loan he was not made to feel 
very welcome. He was sure that the 
bank officer to whom he was applying 
for the loan was glad to accede to the 
request but before he got through he 


was thoroughly uncomfortable and 
wore a badly wilted collar. After 
regaining his composure he berated 
himself for feeling so ridiculous over 
borrowing money from a bank on a 
well secured note when, on the other 
hand, he felt no hesitancy in asking 
for substantial credits from a depart- 
ment store or tailor on nothing but 
his name. 

This comparison in public relations 
worried me, and, I thought of a 
parallel in the case of two neighbors. 
If you walked with muddy shoes 
into the house of one, without a word, 
he could make you feel very low. In 
the home of the other if you knocked 
over the baby grand piano, damages 
might be collected but you would be 
made to feel as though you had done 
him a favor. The difference between 
two such men would make an interest- 
ing study for bankers interested in 
improving their customer relations. 

The answer to when a banker should 
turn on the glassy stare or when he 


should switch to his best smile is 
closely woven into a_ bank’s public 
relations policy. It represents, in 


fact, the policy itself. 
Individual banks should 


(See page 24) 


These are from an address by 


Ben E. Young, Vice-president, National Bank of Detroit, as published in the American Bankers Association Book, ‘‘Present Day Banking, 1937"’ 
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Harris & Ewing Photos 





The new Georgia white marble home of the Board of Governors of the Federal Reserve System and the staff of 350 


hederal Reserve Home 


“The nature of the functions performed by the Federal 
Reserve Board dictates an architectural concept of dignity 
and permanence,” ordered the Commission of Fine Arts 


by 
HENRY D. 


RALPH 


Washington Correspondent, The Burroughs Clearing House 


HE Board of Governors of the 
Federal Reserve System and its 
staff of approximately 350 em- 
ployees is now housed for the first 
time under one roof and in its own 
building, having just moved into its 
magnificent new building which has 





been under 
two years. 
Situated near the banks of the 
historic Potomac River on_ broad 
Constitution Avenue, which is lined 
with monumental government build- 
ings from the Capitol to the River, 


construction for nearly 


A huge bronze seal of the Board of Governors is located in the center 
of the second-floor corridor leading to the offices of the Governors 
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The building is located on Constitution 
Avenue, in an area of noted buildings 
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The balcony, with its huge columns, typifies the stately architecture of the entire building 





An interesting view of the lobby, looking toward ‘‘C’’ Street 
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the new white marble Federal Reserve 
Building is one of the architectural 
show places of the nation’s capital 
and provides appropriate and efficient 
quarters for the activities which so 
vitally affect the operation of the 
nation’s banks and monetary condi- 
tions throughout the world. The 
latest devices for office efficiency are 
combined with a dignified luxury in 
architecture and decoration to provide 
a structure which will at once improve 
administrative machinery, uphold the 
traditions of bank architecture, and 
typify the importance of the Federal 
Reserve System. 


HE building occupies an entire cily 

block, although designed to house 
a staff of less than 400, a circumstance 
dictated by the monumental character 
of the structure and its location in the 
plan of the City of Washington. The 
main part of the building is only three 
stories high, but it is set well back 
from Constitution Avenue in line with 
the other public and quasi-public 
buildings along this broad boulevard. 
It is built in the form of a letter Hi 
with wings along Constitution Avenue 
and C Street connected by a central 
portion which leaves large open courts 
on either side. These courts and the 
entire surrounding grounds are beauti- 
fully and suitably landscaped in a 
formal manner. The site lies between 
Twentieth and Twenty-first Streets 
near the Lincoln Memorial and Mem- 
orial Bridge, and as soon as the 
temporary Navy Building is removed 
it will front on the Mall Parkway which 


stretches from the Capitel to the 
Potomac. The building forms a part 


of a group along the north side of 
Constitution Avenue composed of the 
buildings of the Pan American Union, 
the Public Health Service, the National 
Academy of Science, The American 
Pharmaceutical Association, and the 
Naval Hospital. To provide for expan- 
sion, the board also owns the vacant 
block lying immediately to the north 
on which it may erect an annex which 
can be reached through a_ tunnel 
under C Street. The entire structure, 
including land, landscaping and equip- 
ment, cost approximately $4,500,000, 
which was paid by an assessment on 
the Reserve banks rather than by 
the taxpayers, since the Federal 
Reserve System is self-supporting. 
The dimensions of the building 
proper are 344 feet east and west and 
242 feet north and south. The exterior 
of the building is of Georgia white 
marble, and the simple wall surface 
is set off with bronze windows having 
spandrels of polished Swedish granite 
and alberene stone in constrasting 
tones, and by large bronze balconies 
which reproduce the railings of an 
old Philadelphia residence of the early 
part of the nineteenth century. The 
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facades have the simplicity of treat- 
ment of American architecture con- 
temporary with the creation of the 
City of Washington, which has been 
called the architecture of the Republic 
or Federal architecture. Both exteri- 
ors and interiors rely on harmony of 
proportion rather than on ornamenta- 
tion. A touch of the modernistic has 
influenced the design of both the 
exterior and the interior of the building 
and it does not have the rows of 
Greek columns which are used on so 
many of Washington’s public build- 
ings. The building was designed by 
Dr. Paul T. Cret of Philadelphia, who 
also designed the buildings of the Pan 
American Union and the Folger Shake- 
speare Library, following a competi- 
tion among some of the most promi- 
nent architects of the country. Every 
step in the design, location, and con- 
struction of the building was approved 
by the Commission of Fine Arts, the 
National Capital Park and Planning 
Commission, the National Park Serv- 
ice, the Procurement Division of the 
‘Treasury Department, and the archi- 
tect of the Capitol. The construction 
contract was let to the George A. 
Fuller Company. All details were 
handled by the Reserve Board’s build- 





The board room, adjacent to the offices of the Governors, is the central feature of the second floor. 
unusual height, might well be called the vital part of the building 


ing committee headed by Dr. Adolph 
C. Miller, a former member of the 
board. 

Entrances to the building are on 
both Constitution Avenue and C 
Street, connected by a huge two-story 
corridor or enclosed court running 
through the central portion of the 
building. The Constitution Avenue 
entrance opens into a lobby faced with 
Kansas Lesina stone and with a 
plaster ceiling decorated with motifs 
of Greek coins and a relief of Cybele, 
the Phrygian goddess of nature and 
fertility. The floor contains a large 
bronze seal of the Reserve System 
and on the wall of the lobby is a relief 
portrait of President Wilson, with an 
inscription referring to him as founder 
of the Federal Reserve System. 


ROM the enclosed court which con- 

nects the two entrances there rise 
two staircases which lead to the 
second floor. The floors of this two- 
story court are of American marble 
with mosaic borders and the walls are 
of travertine stone. The ceiling is 
composed of glass with the coat of 
arms of the United States in bronze 
and molded glass. Balconies exhibit 
unusual wrought4ron work. Around 





This floor, with its ceilings of 


the balcony on the second floor of this 
court are twelve large doors each 
bearing the name of one of the twelve 
Federal Reserve banks. 

The most interesting and most vital 
part of the building is the second floor, 
which has ceilings of unusual height. 
On this floor, along the Constitution 
Avenue wing of the building, are 
situated the board room, the offices 
of the seven members of the board, 
conference rooms, the offices of the 
principal assistants and division heads, 
and a small library for use of the board 
members, all constituting a compact 
suite somewhat detached from the 
remainder of the building. Between 
this suite and the staircase in the 
central court is an elliptical rotunda 
or anteroom, adjoining which is a 
reception room with fireplace, book- 
cases and wood paneling suggesting 
the study in a palatial residence. The 
main corridor in the board’s suile ts 
of decorative marble with specially 
designed lighting fixtures, and in the 
center of the floor is a huge bronze 
seal of the board of governors. 

The board room itself is huge, 
measuring fifty-six by thirty-two feet, 
with a ceiling almost two stories in 
height. At one end is a (See page 26) 
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HEN President Tom Kk. Smith 

opens the sixty-third annual 

convention of the American 
Bankers Association at Boston on 
October 11, he may reasonably greet 
the largest audience ever to assemble 
for such an affair. 

The reasons will be several and 
well-explained. ‘‘Conventions held in 
Boston are unusually well attended,” 
says the Boston Chamber of Com- 
merce. The colorful foliage —Massa- 
chusetts is a forest state and Boston 
is a city of parkways —will reward any 
banker and his wife who come to 
Boston. The hundreds of lakes and 
vacation spots near by, not to mention 
dozens of beaches, will tempt the 
visitor either to arrive early or to 
slay after the convention. 

On the money-making side, many 
bankers will come to Boston chiefly to 
find a quiet desk on some bank plat- 
form and sit down with a vice president 
to ask questions. “You folks in New 
Iengland have been doing rather well,” 
these vis tors will say. ‘““Tell me how 
you handle things.” 

There is evidence 
bankers include some of 
men in the country. 

Ilere indeed is a cosmopolitan popu- 
lation. Eighty-five per cent of the 
voting population is Roman Catholic. 
Bankers meet Italians who speak no 
k:english, French-Canadians who speak 


that 
the 


Boston 
ablest 
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lo Boston, to Boston 
to ABA's Convention 


by 


FRED B. BARTON 


Soon bankers will turn their eyes toward 
historic Boston for ABA’s 63rd convention 
... as will auditors and comptrollers, and 
bank women for their own annual meetings 


only their dialect and second genera- 
tion immigrants with the problem of 
adjustment still facing them. At the 
same time there are a few of the 
Cabots and the Lodges, with all their 
pride and conservatism. It takes a 
measure of versatility to be a banker 
in Boston. 


HIS will be a serious convention, 

along with its fun. There still are 
problems to think out. There will 
certainly be discussion of banking and 
monetary bills before the past Con- 
gress and that will come up again next 
session. And there will be discussion 
of the trend of loans and investments, 
of personnel and operating subjects, 
of public relations, and, no doubt, of 
competing agencies. 

The A. B. A. headquarters will be 


FANEUIL HALL 


at Hotel Statler, a short block from a 
main trolley stop on Boylston Street. 
You pay a dime car fare in Boston, 
but trolleys run into subways and you 
can transfer all around generously. 
Exploring Boston by yourself may 
seem a perilous undertaking, but like 
all adventures, it promises something 
in return. 

Charles E. Spencer, Jr., vice presi- 
dent of the First National Bank of 
Boston, is general chairman of the 
convention. Assisting him are the 
necessary sub-chairmen. William F. 
Augustine, vice-president of the Na- 
tional Shawmut Bank, is chairman 
of the Hotel committee. Colonel 


Frank L. Converse, vice president of 
the Merchants National Bank, is chair- 
man of the Entertainment committee. 

Charles F. Weed, vice-president of 





OLD STATE HOUSE 
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Massachusetts is a forest state and Boston a city of parkways 


the First National Bank, is chairman 
of the Publicity committee. R. M. 
DeCormis, vice-president of the Second 
National Bank, is chairman of the 
highly necessary Transportation com- 
mittee. Frederick A. Carroll, vice- 
president of the National Shawmut 
Bank, is chairman of the Golf com- 
mittee. 

The Boston Clearing House Associ- 
ation is standing by to render all the 
aid within its power. President Robert 
D. Brewer of the Merchants National 
Bank and also of the Clearing House 
Association and Allan Forbes, presi- 
dent of the State Street Trust Com- 
pany who is chairman of the Clearing 
House committee, are working to tie up 
loose ends and bring individual effort to- 
gether into a smooth-running program. 


HE various committees working to 

make this the “‘best”’ convention of 
recent years include dozens of names 
familiar to the banking world. “After 
all,” as one banker says, “it’s twenty- 
four years since Boston entertained 
the A. B. A. last. We want again to 
do it properly.” 

Over at the Parker House, wedged 
into the heart of downtown Boston, 
the thirteenth annual convention of 
the National Association of Bank 
Auditors and Comptrollers meets from 
October 11 to 14. President Charles 
H. Gordon of this association, who is 
comptroller of the Seattle-First Na- 
tional Bank of Seattle and First Vice- 
president Arthur J. Linn, comptroller 
of the Hamilton National Bank of 
Washington, D. C., will find an eager 
and expectant audience awaiting them. 
And, if the plans of local auditors 


+ 














An Official Invitation 


by TOM K. SMITH 


President, American Bankers Association 


The proceedings of the annual conventions of the American Bankers 
Association are of particular interest to all bankers and banking institu- 
tions. There are, of course, many other bankers’ conventions sponsored 
by the state associations and other banking groups, and in addition there 
are the regional conferences of the national association itself. The Ameri- 
can Bankers Association, however, is the only organization which repre- 
sents the bankers of the country as a whole, and only once each year does 
its entire membership throughout the nation assemble in convention. 
These conventions provide the forum in which all bankers, from every 
section and of every class, state or national, large or small, urban or rural, 
may discuss their common problems and determine their future policies. 


The effectiveness of the conventions is largely determined by the extent 
to which the members of the association attend and participate in the 
proceedings. There is an analogy here to governmental affairs. If this 
country is not properly run, it is the fault not of the administration in 
power, not of the Congress, but of the citizens who fail to inform them- 
selves on the issues and fail to vote intelligently or to vote at all. If the 
American Bankers Association does not reach its ultimate goal in service, 
it is the fault of the members who through inertia fail to exert their influence 
toward attainment of this objective. 


One of the most direct ways in which member institutions can partici- 
pate in the affairs of the American Bankers Association is through attend- 
ing the national conventions. At Boston this fall we shall continue our 
discussion of banking problems. As in the past, our speakers will be men 
whose views command respect. From the association’s officers, its com- 
missions and committees, and its staff, which perform an enormous amount 
of work each year, we shall receive reports of their stewardship, and we shall 
plan our future lines of action. 


In these rapidly changing times, no member can afford to miss the 
convention. Attendance is an investment dictated by considerations of 
enlightened self-interest, for no individual banking institution can deter- 
mine its own policies intelligently without reference to those of other 
banks. Further than this, attendance is a duty. Every bank executive has 
the same obligation to attend, to listen, to discuss, to vote, that he has to 
participate in national affairs. 


In their plans for the meeting the Boston bankers give evidence of their 
usual hospitality, and in every way the convention promises to be a notable 
event. When so stern a duty can be combined with an experience as inter- 
esting, as profitable, and as pleasant as the convention in Boston, there 
should be no need of urging a full attendance. 











Photos, Convention Bureau, 
Boston Chamber of Commerce 
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First Vice-president, ABA 
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Philip A. Benson, 
Second Vice-president, ABA 





A. B. Taylor, 
Treasurer, ABA 


carry through as is customary with the 
plans of these orderly and forehanded 
gentlemen, all the necessary work 
will be found to have been done, and 
done right. 

W. E. Westman, assistant cashier 
of the Webster & Atlas National 
Bank, is chairman of the Auditors’ 
convention committee. Vice-chairman 
is Ernest S. Johnson, auditor of the 
New England Trust Company and 
newly elected president of the Boston 
Conference of Bank Auditors —a post 
which Mr. Westman occupied last year. 


YEORGE D. Grimm, auditor of the 
National Shawmut Bank, is chair- 
man of the Speakers committee. E. W. 
Lay, auditor of the State Street Trust 
Company, is chairman of Hotel and 
Arrangements (working closely with 
W. F. Augustine of the A. B. A. 
Hotels committee, as that organiza- 
lion is very naturally taking over the 
cily for the week). 

Austin S. Curtis, auditor of the 
Boston Safe Deposit & Trust Com- 
pany, is chairman of the Entertain- 
ment committee. James E. Potts, 
auditor of the First National Bank, is 


Fred N. Shepherd, 
Executive Secretary, ABA 


chairman of the Reception committee. 
H. L. Pearce, assistant cashier and 
auditor of the Second National Bank, 
is chairman of Program and Finance; 
and R. E. Bailey, comptroller of the 
National Shawmut Bank, is in charge 
of Publicity. 

The fifteenth annual convention of 
the Association of Bank Women, which 
meets at Hotel Somerset in Boston 
from October 8 to 12, will tackle its 
problems with the enthusiasm and 
thoroughness familiar to friends of 
this organization. Friday afternoon 
is a business session, topped by a 
dinner at the Junior League. Saturday 
comes election of officers. Monday 
will be devoted to a sort of pageant 
showing the many kinds of commerce 
and finance in the twelve Federal 
Reserve districts, taking in all products 
from the textiles and fish of Boston 
to the petroleum of Dallas and the 
lumber and movie films of the San 
Francisco district. 

On Tuesday the Bank Women will 
attend some of the public sessions of 
the A. B. A. convention. 

Miss Anne Houstoun Sadler, assist- 
ant secretary of the Bank of the 





Charles H. Gordon, 
President, Association of Bank 
Auditors and Comptrollers 


Anne Houstoun Sadler, 
President, Association of Bank 
Women 


Manhattan Company, New York City, 
is president of the Association of Bank 
Women. Vice-president is Miss Mabel 
D. Robson, manager of the Women’s 
Department of the First National 
Bank of Atlanta, Georgia. Treasurer 
is Miss Sarah J. MacLeod, director of 
Home Economics Bureau, Society for 
Savings in the City of Cleveland. 
Recording Seeretary is Miss Lillian M. 
Russ, assistant trust officer of the 
Troy Trust Co., Troy, New York. 
Corresponding Secretary is Miss Mabel 
F. Thompson, director of the Service 
Department of the Union Dime Sav- 
ings Bank, New York City. 


THE New England Bank Women, 

with Miss Susan B. Sturgis, assistant 
branch manager of the First National 
Bank of Boston as chairman of the 
General Convention committee and 
Miss Catherine S. Pepper of the 
National City Bank of New York as 
chairman of the Program committee, 
are making elaborate plans for an out- 
standing convention. Miss Catharine 
Olney, manager of the Women’s De- 
partment of the Worcester County 
Trust Co. at Worcester, (See page 29) 
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A Grapep INTEREST 
Cuart for Morteages 


Mortgage loan applications are 
first graded into one of five 
classifications ... then given 
an interest rate that conforms 





FIRST FEDERAL SAVINGS 


AND LOAN ASSOCIATION OF NEW HAVEN 


CHART FOR "GRADING LOANS 


Application No.-___-_ Name_ 
Amount of Loan_ a 
Location of Draiaety 
Type of Improvements 


LOAN CLASSIFICATION AND RATING ANALYSIS 




















to the amount of risk involved 


by 


FREDERICK W. MIDGLEY SALON 


Executive Secretary, First Federal Savings and Loan Associa- 
New Haven, 


tion of New Haven, 


ORE than a year ago our associ- 

M ation put into effect a gradu- 

ated interest scale on mortgage 

loans. We did this because we feel 

that interest rates should conform to 
the risk involved. 

We have not been classifying loans 
long enough to make our experience 
final and authoritative on the subject, 
nevertheless many institutions have 
inquired into our experience and our 
system. For this reason—and to be 
of assistance to other associations and 
banks interested in loan classification — 
we are glad to tell what our own 
experience has been and the system we 
have devised for rating loan applica- 
Lions. 

As soon as one mentions loan classi- 
fication for making interest rates con- 
form more closely to the risk involved, 
the objection is raised that such a 
system causes dissatisfaction on the 
part of persons paying the higher rates 
of interest. At the outset let me say 
there will be little cause for apprehen- 
sion along this line if the tests for 
determining the rate are reasonable, 
fair, impersonal, and applied with in- 
telligence. The ultimate answer to the 
objection on a loan paying the maxi- 
mum rate is, of course, to make another 
lest and if a lower rate is indicated, 
grant it. Nothing could be fairer. 

In devising our system, I wrote to 
several associations in other parts of 
the country requesting rating sheets 
that they used. It was discovered 


Grade A from 91 to 100 points - 5% 
Grade B from 86 to 90 points - 
Grade C from 81 to 85 points - 
Grade D from 71 to 80 points - 5%% 
Grade E from 61 to 70 points - 

An applicant for a loan will qualify for a 5% rate if the security offered, together with the moral risk, 


receives from 91 to 100 points on the following Rating Analysis Schedule. Applicants receiving a smaller 
number of points will qualify for an interest rate according to the grade of loan, as classified above. 


5% % 
54% 


6% 
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ations weighted the i Sane 
various items as a 
measure of impor- 
tance as risking 
governing factors, 





? Ratio of Loan to Appraised Value 


jd Condition of one 
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while others gave an 
equal rating for each 
item. With the rating charts at hand, 
our president, Mr. Ray B. Westerfield, 
brought the matter to the attention 
of our Board of Directors and had a 
committee appointed to further study 
loan classification. Each director was 
asked to list 11 risk governing items 
in the order of their importance, and 
to divide 100 points among the seleeted 
items, allocating to each item the 
number of points commensurate with 
its importance as a risk factor. From 
this information Mr. Westerfield and 
the committee set up a loan classifica- 
tion sheet (see illustration —it gives 
the details of our system) and graded 
interest rates in our institution be- 
came a reality June 1, 1936.  Inci- 
dentally, Mr. Westerfield is Professor 
of Political Economy at Yale Uni- 
versity and honorary chairman of the 
Economists National Committee on 
Monetary Policy. 


This chart is used for determining the interest rate 


As can be seen in the illustration, 
the First Federal Savings and Loan 
Association puts a mortgage loan into 
one of five classifications, Grade A, 
B, C, D, or E. The highest grade 
receives the lowest rate of interest 
and vice versa, with the rates varying 
in quarter per cents from 5 per cent 
to 6 per cent. From the time the 
grading system went into operation 
until July 1, 1937, the institution 
closed 158 loans. Thirteen of these 
were at 5 per cent; 1 at 54% per cent; 
16 at 5% per cent; 3 at 534 per cent; 
and 125 at 6 per cent. The average 
return on the group was 5.81 per cent. 
We obtained more business in a year 
under graded interest than we did in 
the preceding 17 months under the 
fixed 6 per cent. Naturally we feel 
that we would not have received any 
of the lower interest loans without 
having the graded system. (See page 3!) 
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MONDAY 


10:00 A.M.—Opening Session 


Remarks by Frank P. Spruill, President, 
North Carolina Bankers Association, C. T. 
Leinbach, Chairman, General Conference 
Committee, Frank P. Graham, President, 
University of North Carolina, and Gurney 
P. Hood, Commissioner of Banks. 


Address: Education in Banking, Gilbert T. 
Stephenson, Research Director, Graduate 
School of Banking. 


11:10 A.M. to 12:30 P.M.—Forum 


Bank Credit Fundamentals, by Alexander 
Wall, Secretary, Robert Morris Associates. 


Bad Loans and Bank Failures in North 
Carolina, by John B. Woosley, Professor 
of Banking, School of Commerce, Uni- 
versity of North Carolina. 


2:30 P.M.—Forum 


The Place of the Bond Account in a Com- 
mercial Bank, by Dr. Laurence R. Lunden, 
Professor of Economics, University of 
Minnesota, and Editor, Financial and 
Investment Review. 


The Investment Record of North Carolina 
Banks, by Professor John B. Woosley. 


8:00 P.M.— Address 


Hon. Leo T. Crowley, Chairman, Federal 
Deposit Insurance Corporation, Washing- 
ton, D. C 




































































TUESDAY 
8:00 A.M. to 9:30 A.M.—Forum 


Some General Considerations in the Adminis- 
tration of the Bond Account, by Laurence 
R. Lunden. 


Municipal Bonds in the Bank Portfolio, by 
Dr. E. A. Kincaid, Consulting Economist, 
Federal Reserve Bank of Richmond, Vir- 


ginia, and Professor of Commerce and 
Business Administration, University of 
Virginia. 


9:40 A.M. to 11:00 A.M.—Forum 


Bank Operating Costs, by John J. Driscoll, Jr., 
Driscoll, Millet and Co., Philadelphia. 


11:10 A.M. to 12:30 P.M.—Forum 
Shall I Go in or Stay in the Trust Business? 


by Gilbert T. Stephenson, Research Direc- 
tor, Graduate School of Banking. 


2:30 P.M.—Forum 


Using a Financial Statement Sanely, by 
Alexander Wall. 
What is a financial statement? What addi- 


tional information is important? Usual or 
straight line analysis? Birth of the current 
ratio. Strength indications within the 
current ratio. Pitfalls in current ratio 
reliance. onstructive use of analysis. 
Display and explanation of charts showing 
statement analysis. 


8:00 P.M.—Address 

















by 


WILLIAM H. NEAL 
Vice-president, Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina 


Living in dormitories, attending classes 
university fashion, North Carolina bankers 
set a new style all-study, no-entertainment 
conference... assisted by state and univer- 
sity officials and national banking leaders 


HAT part can a state bankers 
W\ association play in the broad 

educational movement that is 
gaining such. momentum in banking 
circles today? 

This question is currently being 
asked by many state organizations 
seeking to determine the extent to 
which they can fit into the picture — 
how they can present to a larger per- 
centage of their memberships the data 
and information needed to cope with 
changing conditions and new problems 
in bank management. 

The first answer is obviously to 
co-operate fully with existing educa- 
tional agencies in banking, to urge 
members to associate themselves with 
the American Institute of Banking 
and the Graduate School of Banking, 
and to attend meetings such as the 
regional conferences sponsored by the 
American Bankers Association. No 
state or district group can _ possibly 
match the facilities provided by such 
organizations; everything possible 
should be done to encourage the use 
of these great educational and inform- 
ative agencies by member banks. 

Yet, it is well know that there are 
many bankers in every state who can- 


The conference attracted to the campus of 
the University of North Carolina 225 bankers 
from 135 banks in North Carolina and 
observers from other states. Also taking part 
were the Commissioner of Banks, the Chief 
Bank Examiner, the entire examining staff 
of the State Banking Department, the Presi- 
dent and faculty members of the University, 
and nationally - known banking leaders 


not, or will not, for the present at 
least, make use of any of these facili- 
ties. This is particularly true of 
bankers in outlying communities where 
local educational chapters or study 
groups are difficult to form or where 
the urge to attend distant regional 
meetings is not sufficiently strong. 
Can a state association or district 
group provide within its own bounds 
some practical forum in which its own 
members can meet in an educational 
atmosphere and discuss banking prob- 
lems peculiar to that state or section? 
Some months ago the North Carolina 
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Bankers Association undertook to 
answer that question and the recently 
conducted North Carolina Bankers 
Conference was found to be the answer. 

The suggestion of conducting a state 
conference on banking was first made 
by our Commissioner of Banks, Gurney 
P. Hood. It was immediately adopted 
by the State Bankers Association as a 
suitable undertaking for its Research 
Committee. The co-operation of the 
University of North Carolina was 
sought and readily obtained. Under 
the combined sponsorship of these 
three groups the conference was 
planned and developed—the State 
Banking Department, representing the 
regulatory authorities, the Bankers 
Association, which includes in its 
membership every bank in the State, 
and the University, which afforded the 
proper educational facilities and atmos- 
phere. Much of the success of the 
undertaking was due to the close co- 
operation and harmonious working of 
these three agencies. It was the first 
conference of its kind to be conducted 
within a single state, and therefore, 
set a precedent and evolved a pattern 
which many other states and districts 
are already adapting to their own use. 


HE conference attracted to the cam- 

pus of the University for a five-day 
intensive study and discussion period, 
225 bankers from 135 banks in North 
Carolina and from institutions in four 
other states. Three state bankers 
associations had representatives in 
altendance to observe and bring back 
plans for other conferences. More 
than half the banks in North Carolina 
had one or more officers present. 

The program was planned especially 
lo appeal to executives, and of those 
registered, twenty-four were bank 
presidents, eighteen vice-presidents, 
seventy-two cashiers, and with less 
than 10 per cent holding no official 
position. The entire examining staff 


of the State Banking Department, 
headed by the Commissioner of Banks, 
and the Chief Bank Examiner, at- 
tended every session and took part 
in all discussions. 

The daily schedule was a stiff one, 
beginning at eight o’clock each morn- 
ing and continuing through three 
periods of one and a half hours each 


‘until twelve-thirty o’clock, with two 


brief intermissions. Then lunch to- 
gether, where the program was in 
lighter vein, featured by group singing. 
At two-thirty P.M. classes were re- 
sumed and continued for another two 
hours. The program for each evening 
session was headed by some nationally 
known figure in the field of banking. 

Some indication of the interest 
exhibited is found in the high per- 
centage of attendance maintained 
throughout the five-day period. After 
a very strenuous week (the weather 
was unusually hot), the interest was 
just as keen, the discussions quite as 
spontaneous and the attendance fully 
as high in the closing hours Friday as 
in the opening hours on Monday. 
There were no social or entertainment 
features, it was strictly a working 
affair, but the bankers liked it and 
voted unanimously for more of the 
same thing next year. They lived in 
dormitories and attended classes in 
the regular University fashion, taking 
notes during addresses and asking 
numerous questions at every oppor- 
tunity. 

In building the program, subjects 
were approached from the practical 
operating viewpoint rather than from 
background and theory. It was a 
conference on operating technique — 
not banking theory. Major attention 
was given to loan policies, investment 
procedure, cost finding and service 
charges, public relations and banking 
research. Twenty speakers comprised 
the program, including nationally 
known authorities on the chosen 
















WEDNESDAY 
8:00 A.M. to 9:30 A.M.—Forum 


Analyzing Accounts and Making Service 
Charges on a Practical Basis, by John J. 
Driscoll, Jr. 

Trust Department Operation. (This and 
succeeding discussions on trust subjects 
will be held as separate sessions.) 


9:40 A.M. to 11:00 A.M.—Forum 


Sound Credit Policies for Bankers, by Dr. 
E. A. Kincaid, Economist, Federal Reserve 
Board of Richmond, Professor of Banking, 
University of Virginia. 

FHA Loans, by Frederick M. Babcock, Chief 
Underwriting Section, Federal Housing 
Administration, Washington, D. C 


11:10 A.M. to 12:30 P.M.—Address 


A Bank and Its Public Relations Problems, by 
William H. Neal, Vice-president, Wachovia 
Bank & Trust Company, Winston-Salem. 


2:30 P.M.—Forum 
The Selection and Supervision of Bonds, by 
Laurence R. Lunden. 


Investment Standards and Procedure, by 
J. Harvie Wilkinson, Jr., Vice-president, 
State-Planters Bank and Trust Co., Rich- 
mond, Virginia. 


8:00 P.M.—Address 


Dr. Luther A. Harr, Secretary of Banking, 
State of Pennsylvania. 














THURSDAY 
8:00 A.M. to 9:30 A.M.—Forum 


Local, Unlisted Stocks as Collateral for Bank 
Loans, by R. C. DeRosset, Vice-president, 
Security National Bank, Raleigh, N. C. 

Warehouse Receipts and the North Carolina 
Bonded Warehouse System, by q 
Fairley, Superintendent State Warehouse 
System, Raleigh, N. C. 

Brief Talks on Federal Bonded Warehouse 
System, Field Warehousing. 


9:40 A.M. to 11:00 A.M.—Address 


Trends In Banking During the Past Ten 
Years in North Carolina, Facts Gathered 
by the Research Committee, by Prof. 
John B. Woosley. 


11:10 A.M. to 12:30 P.M.—Forum 


The Selection and Supervision of Bonds, by 
Laurence R. Lunden. 

Investment Standards and Procedure, by 
J. Harvie Wilkinson. 


2:30 P.M.—Forum 


Installment Loans for Commercial Banks, by 
R. L. Pope, Vice-president, First National 
Bank, Thomasville, N. C. 

Profits from Installment Loans, by J. R. 

Fain, President, Morris Plan Bank, 

Winston-Salem, N. C 


7:00 P.M.—Dinner Address 


Dr. Harold Stonier, Educational Director, 
American Institute of Banking. 














FRIDAY 
8:00 A.M. to 9:30 A.M.— Forum 


Banking Service for the Rural Community, 
by C. W. Bailey, President, First National 
Bank, Clarksville, Tenn. 


Crop Lien Loans, by Ivey Watson, President, 
Bank of Enfield, Enfield, N. C. 


9:40 A.M. to 11:00 A.M.—Forum 
Research Findings, by Prof. John B. Woosley. 


11:10 A.M. to 12:30 P.M.—Forum 


North Carolina Bonds, by R. C. Kirchofer, 
Raleigh, N. C. 


Review and Resumé, by Laurence R. Lunden. 


Adjournment 
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subjects as well as practical bank 
operating men from our own ranks. 
This diversity of leadership provided 
a well balanced program. 

Much attention was given to ques- 
tions and answers and round table 
discussions. The presentation of eru- 
dite dissertations was discouraged 
and practical talks interspersed with 
real experiences in bank operations 
were featured. We determined to 
discard formality, getting down to 
brass tacks and talking man to man 
about “how,” “‘when,’’ “‘where,” and 
“how come?” Frequently the sparks 
flew as opinions clashed, but it was 
always in the spirit of good sports- 
manship. 

One particularly interesting and 
valuable feature of the program was 
the presentation of significant figures 
and conclusions gleaned from a study 
of banking in North Carolina over a 
ten-year period by the Research Com- 
mittee of the State Association. Noth- 
ing is so healthy at times as a study 
of some of our mistakes. Preliminary 
to the discussion of both credit 
administration and investment pro- 
cedure, some of the more glaring 
mistakes made by our banks in these 
two operations during the past ten 
years were pointed out. It served 
to fix attention on these subjects and 
lo create a renewed desire to avoid 
_the same mistakes in the future. 


A NOTHER feature that proved of 

unusual interest was the literature 
room operated in connection with the 
registration office. Here were accumu- 
lated samples of much of the current 
literature on banking subjects, includ- 
ing books, magazines and _ special 
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studies on current financial topics of 
interest. This room proved to be a 
popular spot between conference 
periods with the result that we be- 
came more familiar with the literature 
of our business. 

This question naturally arises, how 
much can be accomplished in five 
short days, especially when eight or 
ten subjects are considered? How 
can you more than scratch the surface? 

It is surprising how much can be 
accomplished through intensive study 
and discussion for eight hours steadily 
each day. More ground can be covered 
in five days this way than one would 
naturally suppose. Bankers can get 
definite ideas for improved methods, 
can have their own opinions either 
confirmed or proved incorrect, can 
receive inspiration for greater effort 
in behalf of sound banking practices. 

But most of all, if we as bankers 
can have our curiosity concerning new 
methods and procedure aroused, if 
questions can be planted that jar us 
out of any complacency which im- 
proved conditions and insured deposits 
may have created, if our appetites for 
further study and research can be 
whetted, then such a conference is 
worth many times the effort and ex- 
pense involved. Bear in mind, also, 
that many bankers who attend such a 
state meeting do not have ready 
access to, or have not yet been per- 
suaded to make use of, the existing 
sources of information and education 
on banking subjects. This is particu- 
larly true in a state such as ours, 
where larger cities are few, and the 
majority of banks are located in one- 
bank towns where there is little 
opportunity for co-operative effort 











along such lines. If it is all too easy 
for bankers in the larger cities who 
have direct contacts with all the bank- 
ing organizations and the financial 
centers to become careless and in- 
different to improved banking methods, 
how much easier it is then for bankers 
in local communities to become com- 
placent or indifferent. If banking 
education is to be made available to 
the great mass of bankers within any 
reasonable length of time the various 
state organizations must play a more 
active part than they have played 
heretofore. 


N the closing day of the conference 
a questionnaire was distributed to 
all in attendance asking whether or 
not they desired another such meeting 
next year, and if so, what suggestions 
could be made for the improvement o! 
the program and the general conference 
plan. Frank expressions were re- 
quested, since the questionnaires were 
not to be signed. The answers and 
suggestions received were most inter- 
esting. After five days of intensive 
work in midsummer heat, the bankers 
voted unanimously for another confer- 
ence. Subjects that proved most inter- 
esting were, according to preference, 
operating costs and service charges, 
investments, loan policies, and public 
relations. The subject not treated 
this year but most frequently requested 
for next year was personnel manage- 
ment and training. The general con- 
ference plan was overwhelmingly ap- 
proved and practically everyone pres- 
ent indicated a desire to return next 
year and bring other officers from his 
bank. 
We felt it would be a (See page 32) 





They attended the North Carolina study-style, bankers’ conference 
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Fixing personal liability when realty passes from possession of 
the mortgagor... The payee’s right to stop payment on a cashier’s 
check... A danger in the acceleration clause in installment notes 


Mortgage Liability 


Banks are finding it increasingly 
difficult, in view of recent legislation 
in many States, to fix personal liability 
for a mortgage, especially when the 
mortgaged realty has passed out of 
the hands of the mortgagor. Discuss- 
ing this question in a case in which 
the current owner, while not the mort- 
gagor, had “‘covenanted”’ to pay the 
mortgage, the Supreme Court of Iowa 
recently said: 

“A covenant by a _ purchaser of 
mortgaged premises to pay the mort- 
gage debt may be enforced by the 
mortgagee, whether such purchaser’s 
immediate grantor was_ personally 
liable for the debt or not. 

“As between the grantor and grantee 
of property subject to a mortgage, 
which the grantee assumed and agreed 
lo pay, the grantee becomes the 
principal debtor and the liability of 
the maker of the mortgage is second- 
ary.” 

Possibly not all other States would 
follow this Iowa pronouncement, but 
banks everywhere will do well to 
consider this question of personal 
liability in making mortgage loans. 





by 


CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


It may become important to know, 
for example, whether mortgage notes 
or bonds can be enforced as against 
the personal estate of a deceased 
owner of the mortgaged premises. 
(First Trust Joint Stock Land Bank 
vs. Thomas, 274 Northwestern Re- 
porter, 11.) 


Cashier’s Check 


Can the payee of a cashier’s check 
require the issuing bank to stop pay- 
ment on it? 

In payment of certain § securities 
which it had bought, a New York 
bank delivered its cashier’s check to 
the seller. The latter as payee of the 
check deposited it in another bank. 
The depositary bank was taken over 
by the State banking authorities and 
within a few hours thereafter the 
payee of the cashier’s check notified 


the issuing bank of that fact, stated 
that the authority of the closed bank 
to collect the check for the payee was 
revoked, and directed the issuing bank 
not to pay the check. 

By this time, however, the check 
was in the hands of the Federal 
Reserve Bank, and on the same day 
the check was presented to the issuing 
bank through the clearing house for 
the Federal Reserve Bank. Ignoring 
the request of the payee, the issuing 
bank paid the check. In the sub- 
sequent suit by the payee against the 
issuing bank, the New York Supreme 
Court ruled against the bank. 

“Both by agreement of the parties 
as expressed in the pass book and on 
the deposit slips,’ the court pointed 
out, “tas well as under the Negotiable 
Instruments Law, the depositary bank 
did not acquire title to the check, 
but was only constituted the payee’s 
agent for the purpose of collection. 
The Federal Reserve Bank did not 
acquire title to the check, but was 
only the payee’s subagent to collect 
the proceeds. Therefore, until pay- 
ment of the check by the issuing bank, 
title remained in the payee whether 
the check happened to (See page 33) 
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BETTER INTERVIEWS 

Probably because of moving picture 
interpretations a section of the public 
still believes that bank executives 
travel in private cars, are surrounded 
by secretaries and are unapproachable. 

Newspapermen however, assigned to 
interview Canada’s bank heads, will 
testify otherwise. On the periodical 
trips made by bank officers across 
Canada, they are friendly and ap- 
proachable. Newspaper men _ note 
with approval that there is even a 
greater willingness today to discuss 
matters of public interest than in the 
past. The result is a much more 
favorable public reaction. 

Graham Ford Towers, governor of 
Canada’s central bank is known across 
the Dominion for his unpretentious 
manner of traveling and his courtesy 
to interviewers. This is exemplified 
in the experience of a young news- 
paperman assigned to interview the 
head of the Bank of Canada. 

Expecting to be met by hard-boiled 
secretaries surrounded by dictaphones, 
and given a stereotyped interview on a 
. slop-watch basis, he was amazed when 
he found that the coatless young man, 
it was a hot day, who answered his 
knock was the governor himself. 
There was no sign of secretaries in the 
modest suite. The governor sensing 
the reporter’s nervousness, put him at 
ease immediately and gave him a 
helping hand in his interview. 


SASKATCHEWAN BRANCHES 


the 
Southern 


Canadians 
pluck of the 


generally admire 
people of 





(From page 12) unquestionably assume 
the responsibility of educating their 
own clerks and officers in the ele- 
mentary things which the particular 


banks want them to know. After- 
noon or night classes in construc- 
live customer relationship, for in- 


stance, conducted by one or more 
officers of the bank will not only prove 
highly instructive to many but will 
bring out much latent talent. A. I. B. 
courses, no matter how well conducted, 
cannot impart to the members of one 
bank’s staff the spirit and background 
of another bank nor are they supposed 
to. Why not sponsor a sick relief 
association, a savings or lending club; 
in short do something to let the force 
know that although its financial re- 
ward during the past few years has 
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CANADIAN NOTES and 





COMMENT 





by G. A. G. = 








Saskatchewan who have clung to their 
homesteads and stayed on year after 
year in the face of a succession of crop 
failures. These settlers in the past 
have seen their districts produce large 
crops and still have faith that once 
again their fields will wave with grain. 

While the drought area has been 
widely extended this year, the situ- 
ation in the southwestern section of 
the province which has experienced a 
series of crop disasters has demon- 
strated the strength of the Canadian 
banking system. While numerous 
small experimental branches have been 
discontinued in western Canada during 
the past ten years, Saskatchewan’s 
percentage of closings is only slightly 
in excess of the other western provinces 
and many offices in the heart of the 
distressed section have continued to 
provide service year after year despite 
crop failures and dust storms. 


THE BILINGUAL NOTES 


Collectors and numismatists have 
found it difficult to keep up with new 
coin and currency issues in Canada 
recently. The new Bank of Canada 
bilingual notes are the latest to appear. 
For an expenditure of $1,188, the 
collector can obtain a full set of these 
attractive notes in a variety of colors. 
The general color schemes are as 
follows: $1, green; $2, sanguine; 
$5, blue; $10, purple; $20, olive; $50, 
orange; $100, sepia brown, and $1,000 
rose pink. All notes except the $100 
and $1,000 denominations carry a 
portrait of His Majesty the King. 
The $100 note carries a portrait of 


The Personnel Phase of Public Relations 


been slim that the bank as an entity 
is still interested in its workers’ wel- 
fare. Build up the _ organization’s 
morale to a point where every member 
of the organization, from the porter 
to the president, is, both on and off 
duty, alert for an opportunity to sell 
the institution in a= sincere and 
dignified manner. Whip up enthusi- 
asm to help people to give a little 
more than mere courtesy requires, to 
make the bank the most pleasant 
place in town. Make all bank people 
believe that they are the bank and that 
what they say or do for the bank they 
say and do for themselves. 

When you have succeeded in getting 
the enthusiasm of the force underway 
test it with a short campaign to sell 
lock boxes on a profit sharing basis. 








Sir John A. Macdonald and the $1,000 
denomination a portrait of Sir Wilfrid 
Laurier. 


AIR MAIL SERVICE 

Executives of Canadian financial 
corporations were watching with inter- 
est the first experimental ““Dawn to 
Dusk” airplane flight from Montreal 
to Vancouver, expected to herald the 
inauguration of the trans-Canada air 
mail service. The hop which was 
made in 17 hours indicates how 
closely western Canadian cities will 
be brought in contact with eastern 
financial centers when regular service 
is established. From a banking stand- 
point, more than 800 branches will be 
within a day’s mailing distance of their 
eastern head offices. 


CLEARING HOUSE ITEMS 


Canadian chartered banks opened 
three branches and closed two accord- 
ing to branch statistics for June. . 
Branches of Canadian chartered banks 
in Canada, Newfoundland and else- 
where numbered 3,517 at the end of 
June ... Bank debits in Canada for 
June amounted to $2,892 million, an 
increase of nearly 5 per cent over 
May after seasonal adjustment. Gains 
were recorded in Ontario and the 
Maritime provinces, while the three 
other economic areas showed a de- 
cline . . . Alberta’s stamped scrip is 
still in demand by souvenir hunters. 
While the government has discon- 
tinued its issue and has redeemed all 
regularly presented, it is still com- 
plying with requests for specimens. 





If that works, try something a little 
more difficult. Keep the enthusiasm 
going. Soon the altered attitude of 
the force should make itself apparent 
in all directions. More care will be 
taken of the bank’s property and sup- 
plies, lights cut off when not needed 
and voluntary effort to reduce costs 
in many small ways will contribute 
to the bank’s earnings. Remember 
that behind this extra effort lies the 
inherent selfishness of mankind, the 
desire to better one’s self, and if this 
effort is to be prolonged its success 
must be rewarded in a_ material 


way. 

When the fire has been rekindled 
in the force and the blaze is mounting 
high then indeed is the time ripe for 
the added 


fuel of advertising, the 









Allis-Chalmers has long realized that farmers are good cus- 
tomers only when they are prosperous. That is why this com- 
pany has devoted so much attention to new developments 
which reduce the farmer’s investment and increase his profits. 


The farmer’s chief source of wealth is his wage per hour. Allis- 
Chalmers proposes to increase this wealth in two ways: 


(1) By making the time and effort of farmer-customers 
more productive. 


(2) By reducing their investment in farm equipment. 


A majority of the outstanding farm equipment developments 
of recent years have been pioneered by Allis-Chalmers. The 
rubber-tired tractor is a well-known example. With an air- 
tired Model ‘*‘WC”’ Tractor, a farmer works at higher speeds and 
can actually accomplish more each day than was formerly 
possible with slow-moving tractors that cost twice as much. 
He uses less fuel, operating costs are lower, his first cost is 
reduced. His WAGE PER HOUR goes up. 


Another example is the All-Crop Harvester—‘‘Successor to the - 


Binder.’’ This Allis-Chalmers development ($625.00 F. O. B.) 
not only took the combine-harvester out of the ‘‘thousand 
dollar class’’ but gives the farmer a more efficient and lower- 
cost method of harvesting than he has ever known. 


Allis-Chalmers equipment is economically sound. It is de- 
signed, built and priced for better farming and more farm profits! 






Above: Allis-Chalmers All-Crop Harvester—cuts and 


threshes more than 70 different crops—at new lows 
in cost. 


Below: Higher working speeds in Allis- Chalmers 
Tractors save many hours in the field—permit more 
attention to livestock and farm management. 


ee 
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ALLIS-CHALMERS 


TRACTOR DIVISION—MILWAUKEE, U.S.A. 
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best the bank can afford. Remember, 
though, the heat comes from the inside, 
that is your personnel, your force. 
The polished exterior, which represents 
the paid advertising, without the 
inside heat, is nothing more than 
something pretty to look at no matter 
how attractively it is gotten up. 
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A constructive public relations move 
in order to attain success must neces- 
sarily recognize the almost absolute 
dependence of the outside agencies on 
those of the inside. Many banks 
overlook this important fact, being 
prone to take the personnel for 
granted. This has its parallel in the 


young husband, who, soon after mar- 
riage, forgets to carry home a bunch 
of flowers or a box of candy for his 
wife, taking for granted her undying 
allegiance. The movies show you 
how the neglectful husband fares. 
Draw your own conclusions about the 
neglectful bank. 


Federal Reserve Home 


(From page 15) fireplace of Tavernelle 
Fleuri marble symbolizing stability 
and productivity. In the wall above 
the mantle is a reproduction of the 
coat of arms of the United States. 
On the opposite end of the room is a 
Federal Reserve map of the United 
States painted by Ezra Winter. 

An interesting feature of the board 
room is a series of large bronze frames 
hung around the walls to hold enlarged 
reproductions of the statistical charts 
which appear in the Federal Reserve 
bulletins for easy reference. 

The architecture and decoration of 
the entire board wing of the second 
floor are unusually beautiful and inter- 
esting. Various kinds of marble are 
combined with hardwood, painted 
plaster, and plaster relief with most 
pleasing effect. The furniture, fur- 
nishings, and lighting fixtures of this 
‘section of the building were selected 
by the board’s architect with a view 
to maintaining a harmonious relation 
with the character and period of the 
architectural design. The decorative 
motif is of the colonial or Federal 
period, but an interesting touch of 
the moderne has crept into its execu- 
tion. Stars and eagles patriotically 
dominate the lighting fixtures. 





The remainder of the second floor, 
as well as all of the first and third 
floors, is devoted to the working 
quarters of the board’s staff, and, 
except for the imposing appearance of 
the corridors, resembles any modern 
commercial or government office build- 
ing. Doors are of metal and glass, 
walls are painted various shades of 
light gray, floors are of grained gray 
linoleum with green rugs, ceilings are 
acoustically treated, and lighting fix- 
tures are of the indirect type. Since 
there are no closed courts, all rooms 
have ample light through large win- 
dows. The building is completely air 
conditioned throughout. Efficiency is 
promoted through the latest system 
of inter-connecting telephones, a pneu- 
matic tube service to vital parts of 
the building, electric dumb waiters to 
and from the central filing room, and 
conveniently located stairways and 
passenger elevators. 


HE main library of the Federal 

Reserve System occupies a wing on 
the third floor of the building, and in 
addition to book stacks and other 
modern library equipment it has 
special research facilities which may 
be used by visiting students and 








Large bronze balconies reproduce the railings of an old Philadelphia 
residence of the nineteenth century 


research workers conducting special 
studies with the aid of the board’s 
large collection of monetary and bank- 
ing data. The central file room 
occupies two floors in the central 
portion of the building, servicing other 
portions with pneumatic tubes and 
dumb waiters. For the first time the 
Reserve Board has its own telephone 
number, having previously been on 
the Treasury Department switchboard. 
All rooms have electric clocks synchro- 
nized through a master system. 

Since the building is located some 
distance from any commercial center, 
special provision was made for em- 
ployees’ lunches, and a _ fourth-floor 
penthouse in the central portion of 
the building contains one of the finest 
dining rooms in the City of Washington. 
A modern cafeteria and soda foun- 
tain are operated by the Government 
Employees’ Recreation and Welfare 
Association which operates excellent 
cafeterias in a number of government 
buildings. The main dining room, 
with rubber tiled floor and acoustically 
treated ceiling, has walls of vari- 
colored mosaic tile, and its wide 
windows command a view of a large 
section of the City of Washington and 
Virginia hills. The dining room opens 
onto a sun deck and promenade. 
Several private dining rooms are pro- 
vided for board members. 

In the basement is a large parking 
garage reached by ramps from the 
two open courts, and also the me- 
chanical equipment, storage rooms, 
and a special photostat room equipped 
to make copies of documents. The 
building has no heating plant, steam 
and electricity being supplied by the 
government’s central power plant. 

Designers of the building had in 
mind not only efficient housing of the 
Reserve Board’s staff, but also pro- 
vision for adequate entertainment of 
distinguished visitors both from this 
country and abroad. The board has 
always had to house part of its staff 
in various rented office buildings, and 
until recently its main offices were in 
the Treasury Department building. 
It had no facilities for entertaining 
foreign delegations or even its own 
open market committee and advisory 
committee, and was forced to hold 
such meetings and functions in hotels. 
The new building provides ample and 
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suitable facilities for conferences, re- 
ceptions, and luncheons on a scale 
commensurate with the dignity and 
importance of the Reserve Board. P 
Bankers who have occasion to visit 

the Reserve Board offices will no | 
longer have to journey to different 

buildings to call on various officials. | 





LANNING for the new building | 

began on June 19, 1934, when Con- 
gress authorized the Reserve Board to 
acquire a building site. ‘Title to the | 
land was secured on January 22, 1935, | 
the purchase price for the two city | 
blocks being $754,583. The board | 
engaged Everett V. Meeks, Dean of | 
the School of Fine Arts in Yale Uni- | 
versity, as its professional advisor | 
in preparing a program for a competi- | 
tion to enable the board to select an | 
architect for the building, under the 
supervision of the chairman of the 
board’s building committee, Adolph 
C. Miller. A jury of architects 
unanimously chose the drawings sub- 
mitted by Dr. Cret in a competition 
in which nine of the leading architects 
of the United States took part. In 
arranging for this competition the 
Commission of Fine Arts declared that 
“The nature of the functions per- 
formed by the Federal Reserve Board 
dictate an architectural concept of 
dignity and permanence” and _ laid 
down the following general principles: | 
“The proximity of the building to the 
Lincoln Memorial and other nearby 
permanent structures already erected 
on Constitution Avenue or to be 
erected by the government in that 
Vicinity suggests that the exterior | 
design of the building for the Federal | 
Reserve Board should be in harmony | 
with its environment. It is, however, 
thought desirable that the aesthetic 
appeal of the exterior design should 
be made through dignity of construc- 
tion, purity of line, proportion and 
scale rather than through stressing of | 
merely decorative or monumental fea- | 
tures. For this reason it is further | 
suggested that use of columns, pedi- 

ments, and other similar forms may | 
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Good (ollection Facilities 
add to a bank’s value 
as a correspondent. 
Continental Illinois 


direct collection facilities 


are available to you. 


CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


231 SOUTH LA SALLE STREET 


Member Federal Deposit Insurance Corporation 





be omitted and should be restricted | - 
to a minimum consistent with the | 








character of the building as described. 




















It is the commission’s view that the 




















Federal Reserve Board building must 














be in general accord with the govern- 
mental buildings in Washington —it 
must seem at home in the city.”’ The 
construction contract was let on Janu- 
ary 8, 1936, to the lowest bidder, 
George A. Fuller Company, for $3,484,- 
000. The relation of the net usable 
area to cubic contents of the building | 
is unusually high. The cost per cubic | 
loot, exclusive of landscaping, was | 
about 89 cents. Construction was | 
begun in February, 1936, and the | 
board and its staff moved in 
August 9, 1937. 








NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


ESTABLISHED MARCH 24, 1933 + RESOURCES EXCEED $400,000,000 


Member Federal Deposit Insurance Corporation 
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The Palace.. 
The Beloved Hotel 





+ Around the world, as in San 
Francisco itself, The Palace Hotel 
is beloved. Perhaps because it 
embodies the things one loves 
about fascinating San Francisco 
- ++ perhaps because it treasures 
and daily interprets in modern 
guise the grand tradition of hos- 
pitable California’... perhaps 
simply because it is one of the 
world’s truly fine hotels—in every 
sense. 


600 Rooms—each with bath 
From $3.50 (single) up 


Toe 
Patace Hore. 


Market at New Montgomery 
SAN FRANCISCO 


ARCHIBALD H. PRICE, MANAGER 























EFFICIENT 
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HOTEL CHICAGO 


RANDOLPH AND LA SALLE 


EMIL EITEL - KARL EITEL - ROY STEFFEN 
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Modern Houses and Mortgage Loans 


(From page 9) first-hand experience or 
else from intimate observation, that 
the old practices led to crippling 
losses during the depression. 

By no means are all mortgages 


| being written today under FHA aus- 


pices and insurance. Not even are 
all mortgages being made on _ the 
amortization plan. There are still a 
good many lenders—and_ probably 
there always will be a good many — 


| who are entirely willing to make a 
| lump-sum loan, especially if it is on a 


very desirable piece of property and 
for a very moderate slice of the total 
value of the property. There are 
many institutional lenders who today 
are cheerfully making monthly pay- 
ment loans which are not intended to 
come under FHA insurance, though 
it seems usual that such loans are of a 
gilt-edge type. 

Until and unless it becomes a legal 
necessity to register every mortgage 
made by any lender, private or public, 
there can never be any authentic 
statistics on mortgages. Estimates of 
total outstanding mortgages on resi- 
dential properties have gained wide 
publicity at figures ranging from 
$17,000,000,000 to $18,000,000,000 —a 
fair index of the margin of uncertainty, 
since these estimates were made by 
people with every facility and every 
incentive to produce greatest attain- 
able accuracy. Since mortgage figures 


| of any over-all type are impossible of 


computation, we must confine our 
statistical studies to those aspects of 
residential mortgaging which come 
under some form of uniform registra- 
tion. And for all practical purposes, 
this means the FHA figures. 


HE best method of estimating the 

volume of new-construction mort- 
gage money going into the market at 
any time is to study the statistics of 
residential building in the eastern 
states as published by F. W. Dodge 
Corporation. The broad assumption 
is that these figures approach rather 
closely the total of new mortgage 
money in this area, since it is an old 
American custom to own the lot 
clear of debt and then borrow the 
cash to put up the house. 

Study of these figures indicates 
that the proportion of total residential 
financing which is being insured by 
the FHA increases practically from 
month to month. Likewise, the curve 
of total mortgages insured by FHA 
in a month increases almost without 
recession month after month, and up 
to June this year, when construction 
of new homes in the country showed 
a decrease over June, 1936, in each 


' month since insurance was first under- 
| taken the total of mortgages accepted 
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for insurance has greatly exceeded 
those of the same month in the 
previous year. Typically, of the last 
three months on which complete 
figures are available, the percentage 
changes over the same months a year 
ago have been respectively +59.2 per 
cent, +18.27 per cent and —10.76 
per cent in number of mortgages and 
+60.20 per cent, +20.80 per cent, and 
—8.29 per cent in amount. 

Oddly enough, there seems little 
regional variation in methods of resi- 
dential financing now. It used to be 
that territorial customs had a good 
deal of influence on the type and size 
and terms of mortgage, but it becomes 
increasingly apparent that the in- 
fluence of the insured mortgage plan 
has ironed out most of these localized 
wrinkles. Consultation with regional 
managers of FHA activities discloses 
no major difference in the approach 
as between, say, California and Dela- 
ware. The principal difference is that 
in some states the insured total is 
disproportionate because of a wider 
or a more restricted acceptance of the 
plan. For instance, California has 
consistently turned in a volume close 
to 250 per cent of the volume of New 
York, Pennsylvania, or Ohio, which 
are the next three largest states in 
volume. The answer is that California 
banks, and especially the largest bank 
in the state, have been so whole- 
heartedly enthusiastic for the insur- 
ance plan that their total share of all 
mortgages made and insured has 
exceeded that of any of the other large 
states. Likewise, Arizona with its 
small population produced almost 
identically the number of mortgages 
accepted for insurance through June of 
1937 as was produced by the materially 
larger population of Louisiana. 

An interesting study is the type of 
financial institutions in the insured 
mortgage set-up, The proportion of 
loans accepted for insurance from the 
different types of financial institutions, 
through June 30, 1937, is as follows: 
National banks, 30.95 per cent; state 
banks and trust companies, 28.62 per 
cent; building and loan associations, 
15.93 per cent; insurance companies, 
7.96 per cent; mortgage companies, 
9.72 per cent; savings banks, 3.38 per 
cent; miscellaneous, 3.44 per cent. 

The ratio of insured mortgage loans 
to underlying property values is also 
an interesting set of figures. Without 
going into the percentages as loaned 
by the different types of institutions, 
suffice it that the average of all insured 
loans is 71 per cent for all mortgages, 
73.2 per cent on new construction 
mortgages, 70.2 per cent on refinanced 
mortgages. Of all loans insured, 48 
per cent are for new homes (homes 
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completed within one year prior to in- 
surance) and 52 per cent for refinanc- 
ing. The average term is sixteen and a 
half years, the average loan is $4,045. 

Most significance in all of these 
statistics, however, from the stand- 
point of banking is that banks are 
plainly getting into mortgage financ- 
ing once more, and on a substantial 
scale. Mortgage loans are finding 
their way into investment portfolios 
in increasing numbers, sweetening up 
materially the yield of the invested 
funds. Still other loans in large 
volume are passing through the hands 
of the banks for resale to other 
approved institutions, more especially 
insurance companies. And on all of 
these, as any reader knows who has 
paid attention to the FHA publicity 
material which has reached his desk, 
the bank has a degree of safety, a 
degree of liquidity, a rate of return, 
which is eminently satisfactory even 
to the banker whose experience has 
led him to demand safety above all 
else, and liquidity only second to 
safety. The residential mortgage, 
with its face washed and a _ new, 
better set of manners, is apparently 
back in American banking—to stay. 


To Boston, to Boston 
to ABA’s Conven- 


tion 


(From page 18) is chairman of Publicity. 

From whatever angle you study the 
city, Boston is interesting. 

Bankers and their wives attending 
the A. B. A. convention can count on 
finding a schedule so crowded with 
possibilities that no one person can 
possibly do everything. A boat trip — 
sight-seeing jaunts — possibly a fish fry 
or a shore dinner —perhaps a historic 
pageant —something good in the way 
of music —you can count on some or 
all of these. Your days will be so full 
that perhaps you will manage to stay 
a day or two longer, or arrange to 
visit Boston again. 

For those who have special interests 
and who are willing to dodge some 
scheduled event to visit, say, an 
antique shop or library or some other 
haunt of personal interest, Boston is 
headquarters for much you can see 
nowhere else. For Metropolitan Bos- 
ton is not only a big city —2,307,897 
population —and the largest state capi- 
tal in the country —but is the pioneer 
in much that later becomes standard 
throughout the country. 

You will find historic Boston hard 
put to retain what is old and yet open 
up crooked streets to accommodate 
motor traffic. Faneuil Hall is now an 
island almost surrounded by fish 
dealers with a huge artery of traffic in 
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front, where once there were narrow 
streets and crowded buildings. Paul 
Revere’s house is untouched by modern 
progress. 

There are busses to Lexington and 
Concord and other historic spots. 
Or you can drive to the neighborhood 
of Bunker Hill. Immediately a dozen 
lads hop your running board and start 
reciting a historic account of the 
battle and the monument, the account 
memorized word-for-word. A similar 
swarm of volunteer guides will greet 
you at Plymouth Rock. You may 


find these youthful guides more inter- 
esting than the message they speak. 
Some of Massachusetts’ new roads 
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now provide an underpass to separate 
streams of traffic, with cloverleaf by- 
ways to permit entry into the traffic 
stream safely and without delay. 
Massachusetts has compulsory liability 
insurance for all its motorists. This 
is an idea tnat other states are check- 
ing into. 

‘Are you interested in retail stores? 
Filene’s originated the automatic bar- 
gain basement. Stearns’ is one of the 
famous stores of the country. Jordan 
Marsh & Co. is known nation-wide. 
There are small specialty shops and 
chain stores, and, unique anywhere, 
there is Raymond’s, which displays 
its bargains on gas-pipe racks and 


























U. S. Government Obligations, 
direct and guaranteed— 
(Pledged). .. 
(Unpledged) . . 


STATEMENT OF CONDITION 


Mercantile-Commerce 
Bank and Trust Company 


Locust ~ Eighth~ St. Charles 
St. Louis 


JUNE 30, 1937 


THE RESOURCES 
Cash and Due from Banks..... 


. $ 6,090,051.57 
43,867,080.24  49,957,131.81 











$53,085,955.65 


$103,043,087.46 

















Other Bonds and Securities— 
(Pledged).... None 
(Unpledged) . 

Demand Loans . 


Time Loans 






















EE Wd 6 dk Sie eB Bere e466 SUR ere are $10,000,000.00 
MORIN dst, Suis: 6579210 is7.8o- Siebel 2 Aine KS 2,600,000.00 
Undivided Profits ......... $2,599,909. 24 
Reserve for Dividends Declared 300,000.00 2,899,909.24 
Reserve for Contingencies ...........2.00. 785,516.98 
Reserve for Interest; Taxes, etc, .. 0.60 ee ee 642,217.87 
Sy I i's ik 0 0 oO % He ee . 2,860.15 
| Bank’s Liability Account Acceptances and Letters 
| EN ork Fo cca eaves: S54) S00. sh eS ities 291,708.44 


Other Deposits, Demand . 





. $25,539,644.07 $25,539,644.07 
Real Estate Loans. ......... 


Stock in Mercantile-Commerce Company... . 6,500,000.00 
(As authorized by the Banking Act of 1933, the ‘Mercantile- 
Commerce Company is a wholly-owned subsidiary of this 
Bank, with no Liabilities. Its Assets consist entirely of U. 
S. Government Obligations, carried at par. 
Stock in Federal Reserve Bank in St. Louis ..... 378,000.00 
Real Estate (Company’s Building)........... 2,400,000.00 
oe eee eee ee ee 600,000.00 
Other Real Estate (Former Bank of Commerce Bldgs.) 1,500,000.00 
CI 503: 55s oi eH BES LAA Sea: Rea erS fe 5,394.92 
Customers’ Liability on Acceptances and Letters 
Or ESR ie Pk ae ae 291,708.44 
RUE RIND 5,5. 4) 6600406054 Riss 5S ase sieas 313.06 
$171,538,851.27 


THE LIABILITIES 


Deposits, Secured: Public Funds . $ 9,243, 683. 82 


- 112,730,646.18 
Other Deposits, Time ...... 


All Securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 


FEDERAL DEPOSIT 


7,485,621.08 
8,255,012.82 


15,540,069.42 56,820,347.39 











32,342,308.59 154,316,638.59 
$171,538,851.27 
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laughingly invites its customers to 
come in and select for themselves. 

Are you a director of a hospital back 
home? You can see the ancient build- 
ing of Massachusetts General Hospital 
where ether was first used during an 
operation. Till then patients were 
held down by strong men—and you 
can still see how that was done. 
Boston’s hospitals today include the 
most modern in the country, as well 
as some clinics which offer to the 
great middle class superb medical 
attention at moderate prices. 

Are you interested in colleges and 
business schools? You can spend a 
week visiting them around Boston and 
still not see them all. 
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You will be interested in restau- 
rants. Visit quaint old Durgin & 
Park’s over near Faneuil Hall, where 
your order of broiled schrod will be 
so fresh that you will enjoy fish as 
never before. Step into the famous 
Union Oyster House, which serves 
oysters the year ‘round, regardless of 
the superstition about months with 
“r?’ in them. Hunt out the Megansett 
Jr. tearoom out on T Wharf, where 
your lobster is served with browned 
and buttered bread crumbs. You will 
find all Boston eating places scrupu- 
lously clean. All of them, whether 
lunchroom or the Ritz, display a sign 
reading “‘Licensed Victualler.”” This 
is Bostonese. 





ONLY ONE 


of he | 


ad 


A number of insurance companies can point to a 


95-year record. 


Many are known for conservative management and 
unquestioned financial strength. 


Many issue policies which are non-assessable, and 
some write contracts which participate in profits 
and thus reduce the net cost of insurance protection 


to their policyholders. 


Many receive business through brokers, thus en- 
abling policyholders to be represented by specialists 
who act entirely in their interests. 


But Atlantic is the only insurance company known 
to us about which all of the foregoing statements 
can be made. This unique combination offers special 
advantages, both to brokers and to their clients. 


Review with your broker your goods-in- 
transit, fire, yacht, jewelry, fur, fine arts and 
registered mail insurance needs. Ask whether 
your risks will qualify for Atlantic insurance. 





MARINE + YACHT + INLAND 
TRANSPORTATION 
FINE ARTS + JEWELRY 
FUR + REGISTERED MAIL 
FIRE INSURANCE 











Baltimore + Boston « Chicago « 





Atlantic Building 


49 Wall Street I N S U R A N C E 


NEW YORK 


Clevela nd e 


ATLANTIC 


Se a 








COMPANY 


Newark + Philadelphia 








Out in Wellesley Hills Roger W. 
Babson is making an experiment which 
will interest all Protestant faiths. 
Instead of one morning service he is 
holding several short services on 
Sunday, for the convenience of those 
who wish to go to church early and 
then enjoy a motor trip or golf. 

Another religious activity you will 
note in Boston is the Christian Science 
Publishing Building, which is larger 
than you think. Inside is the Map- 
parium, a thirty-foot sphere of glass 
into which you walk and discover for 
the first time what your world looks 
like. Every month over 10,000 people 
are visiting the Mapparium. It is 
the only one in the world. 

On a corner of the Merchants 
National Bank you find a_ bronze 
tablet reading “‘Boston Massacre, 5 
March, 1770.” A circle of cobble- 
stones in the street indicates the exact 
spot where some British soldiers fired 
on some citizens and thus unwittingly 
helped to bring on the Revolutionary 
War. Other bronze tablets show you 
where Benjamin Franklin went to 
work in his brother’s printshop, and 
dozens of other historic facts. 

Boston’s Museum of Fine Arts is 
one of the best. And the public 
library contains the Abbey pictures 
of the Holy Grail. 


RE you interested in trees? Visit 

the Arnold Arboretum, with its 197 
acres of native and foreign growth of 
all kinds. Do you like flowers? The 
famous collection of glass flowers at 
Harvard still remains unapproached 
in excellence. How about birds? 
Various Audubon societies and many 
bird sanetuaries surround Boston. 

The park system of Boston com- 
prises 3,105 acres of city parks as well 
as public gardens and playgrounds. 
There are four main bath houses, 
eleven gymnasia with bathing facilities 
open to the public throughout the 
year, and nine seashore beaches, rang- 
ing from the L Street Baths where you 
swim for a few pennies to the more 
elegant Revere Beach and Nantasket 
Beach. 

Among other things, Boston is 
shipping fresh fish far inland. Boston 
has 5,700 manufacturing plants, rang- 
ing from a huge plant making razor 
blades to plants making soap and 
candy. Boston is the textbook center 
of the country. She is the second of 
all United States ports in the volume 
of imports. Boston is regarded as a 
good tryout town for Broadway suc- 
cesses. Boston has the largest dry- 
dock in the United States. Its ship- 
yards are well worth seeing. And 
its airport. 

Of course to some the people ol 
Boston are more interesting than any 
of their creations. Boston has the 
courage to be natural. Boston people 
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are willing to be themselves. What | 
other city, for instance, would call a | 
main highway ““The Northern Artery” | 
or “The Worcester Turnpike?” What 
other city would tear down names of 
long standing, such as Coolidge Corner, | 
and call every important square after 
a war veteran, little caring that to 
you and me Michael J. Murphy 


Square means no more than James H. | 


Donahue Square. Boston is unique. 

Other cities sometimes slap you on 
the back with a sudden heartiness and 
impress you with an overwhelming 
friendliness. Not Boston. Boston 
maintains a reserve. Establish your- 
self and they’re “for” you. But you’ve 
got to establish yourself. 

Wives who have an opportunity to 
read a book before visiting Boston 
will enjoy Boston and the Boston 
Legend, by Lucius Beebe, and The 
Late George Apley, by John P. Mar- 
quand. They are recommended by a 
Boston banker. 

P. S. to Cleveland, Dallas, Kansas 
City, Memphis, Chicago, Omaha, 
Pittsburgh or whatever other city 
wins the 1938 A. B. A. convention: 
Your convention will cost you less 
because of the precedent being estab- 
lished this year by bankers of Boston. 
The convention is going to be less 
elaborate. It will call for more 
ingenuity and less waste. This is a 
wholesome move and a timely one. 
Come to Boston and see how the plan 
works out! 


A Graded Interest 
Chart for Mortgages 


(From page 19) Also, it is quite likely 
tnat the news about our graded 
system brought in many of the 
higher rate loans. 

I believe that that record, as well 
as the chart for grading loans, speaks 
for itself. There are, however, a few 


considerations not so apparent. There | 
are, to be precise, four tangible re- | 


sults of operating on a _ graduated 
interest plan, as follows: 

1. Meets Competition. I am sure 
that all managing officers of savings 
and loan associations having a fixed 


interest rate have experienced the loss 


of good applications through the offer 
of a lower rate by a competitor and, 


as a rule, the better the loan, the more | 


likely the loss. 

The mere fact that an association 
has a loan classification system, and 
the possibility is held out that the 
applicant might receive a low rate 
of interest, reduces the likelihood that 
the business will be attracted else- 
where. 

_If the classification system is effec- 
live and the test indicates a higher 


rate of interest, the borrower generally | 


| 
| 
| 


: 






so a bank is judged on its many points of contact 
with the public. One of these is the checks you 
supply your customers. It is a mark of sound judg- : i 


ment to print your checks on Hammermill Safety 





A request on your bank letterhead will bring you promptly samples of 





Hammermill Safety and specimen checks in bank and commercial styles 


HAMMERMILL PAPER COMPANY... ERIE, PENNSYLVANIA 











Globe - Wernicke Tri - Guard 
files speed up filing and finding. 





The Big Four Railroad uses modern 
Globe - Wernicke equipment in_ its 
offices at Indianapolis, Ind. 


MODERNIZE YOUR OFFICE 
TO INCREASE YOUR PROFITS 


Enjoy the advantages of efficient and attractive 





Storage Cabinets and Wardrobes 


are available in several sizes Offices. Replace wasteful, out-of-date equipment 


and styles. 


with modern Globe-Wernicke products that enable 
people to accomplish more work with less 
effort, keep office routine operating smoothly, 
increase efficiency and economy. A wide va- 
riety of business equipment is sold by dealers 
who recommend equipment and system best 
suited to customers’ needs. Consult our dealer 
in your community for more information about 
Globe-Wernicke Steel our products and service to users or write 
Desks have many valu- , : 
able and exclusive features. direct to us. 














She Globe-Wernicke Co. .. cincinnati, o. 
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will pay it, especially if the rating we 
sheet is reviewed with him and he 
sees the equitableness of the system. 
2. Keeps Good Loans. While really 
a phase of meeting competition, it 
does have other angles worthy of con- 
sideration. We do not miss good loans 


but when we have 
loan down from its most 


never had, 
carried a 


risky phase into the gilt-edge class and 
then lose it, we not only feel dis- 
appointed, but have suffered an im- 
pairment of the security behind our 
loan portfolio. 


A satisfactory loan 

















Grown up and nation-wide, AIR 
EXPRESS, now speed master of 500 
giant super-swift transport planes, 
zooms America’s shipments north, 
south, east, west—2500 miles over- 
night! Complete day and night service 
‘to 216 cities, and all points between, 
in the United States and Canada. 
Direct to Latin-America, 
Honolulu, and the Far East. 
Low cost. True, modern economy. 
For service, telephone any office of N 
Railway Express and say “AIR 4“ 
EXPRESS DIVISION!” 





AGENCY, INC. 


GENERAL MOTORS ACCEPTANCE CORPORATION 


is engaged primarily in facilitating 
wholesale distribution and retail 
sales of the following products of 
General Motors Corporation and 
its world-wide affiliates: CADILLAC, 
LA SALLE, BUICK, OLDSMOBILE, 
PONTIAC, CHEVROLET automobiles; 
FRIGIDAIRE appliances for refrig- 
eration and air conditioning; 
DELCO lighting, power 
and heating equip- 
ment; GMC trucks; 
BEDFORD, VAUX- 
HALL, OPEL, BLITZ— 


foreign made automotive vehicles. 

The business consists of invest- 
ments in self-liquidating credits, 
widely diversified as to region 
and enterprise, capital employed 
being in excess of $80,000,000. 

In obtaining short term accom: 
modation, GMAC issues one stan’ 
dard form of note. This obliga- 
tion it offers to banks 
and institutions, in 
convenient maturities 
and denominations at 
current discount rates. 





INSTALMENT 


PLAN 





These NOTES are available, in limited amounts, upon request. 


EXECUTIVE OFFICE NEW YORK - BRANCHES IN PRINCIPAL CITIES 
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classification system approximates the 
perfect solution to this situation. 

It is perfectly understood with the 
borrower that at such time as his 
credit or loan risk position improves, 
the association stands ready and will- 
ing to re-rate his loan and give him 
the rate indicated. 

3. Gives More Equitable Treatment. 
It is unreasonable to require tl.e 
applicant for a 50 per cent or better 
loan on perfectly sound real estate to 
pay the same rate as the applicant 
requesting a 75 per cent mortgage on a 
somewhat doubtful piece of property. 

After a member has struggled 
through a long series of payments 
establishing a good payment record 


| and reducing his balance due, he will 


go to great lengths disseminating 


| advertising propaganda and building 


| Its Own Cost. 


good will for the association if the 
reduced risk is reflected in his interest 
rate. 

4. Makes Each Class of Loan Bear 
There is an element of 
risk in all loans. The degree of risk in 
each class may, however, be approxi- 
mately evaluated and be compensated 
for by properly graded rates. The 
higher interest rate, for example, pre- 
sumes and attempts to compensate for 
the possibility of loss and added collec- 


| tion costs. 





In conclusion I wish to state that 
we are trustees of our investing mem- 
ber and our purpose is not to give 
something away nor to participate in 
the vicious practice of indiscriminate 
rate cutting. On the contrary, it is 
to attract more and a better average 
grade of applicants, to be equitable, 
and to increase the security of our 
loans that we have adopted graded 
interest rates. 


State Pattern for a 
Bankers’ Forum 


(From page 22) mistake to let the con- 


_ ference end without acquainting those 


| attending with the agencies in banking 
| through which they might continue, 


on a regular schedule, the study of 
banking methods and problems begun 
at our conference. The last evening 
session was devoted entirely to this 
purpose, with special emphasis on the 
work of the American Institute of 
Banking and the Graduate School of 
Banking. 

Certain conclusions arise from an 


| experience of this kind. First, there 


is much work to be done, and no 
organization should attempt such a 
program unless there is a committee 
ready and willing to give considerable 
time and effort to the task. Of the 
sponsoring groups, the bankers must 
take the lead and do a major portion 
of the work. There should be a full 
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time secretary of the state or group 
association with an adequate staff 
to handle the many details. The full 
co-operation of the three groups men- 
tioned —bankers, banking department 
and university —is essential to suc- 
cess, for each group contributes a 
necessary element in a well-rounded 
plan. The cost to attending bankers | 
should be nominal and well within the | 
reach of every bank in the state or | 
district. 

Following such a procedure, state 
associations and district groups of 
bankers can do much to accelerate the 
progress of banking education in this | 
country and thus contribute their | 
share to the development of higher 
professional standards in bank manage- | 
ment. 





Court Decisions 


be in the possession 
of the depositary bank or the Federal | 
Reserve Bank, and the payee could, 
by notice to the issuing bank, re- | 
voke the authority of the agent or | 
subagent to collect the check. The | 
issuing bank could disregard these | 
instructions of the principal only at | 
its peril. If it entertained misgivings | 
concerning the nature of the trans- 
action, it should have withheld action | 
pending investigation of the facts. Its | 


\From page 23) 


action in dealing with the check after | 
notice of revocation of the agent’s | 
authority constituted a conversion of 
the payee’s property. | 

“The issuing bank seeks to dis- | 
linguish the transaction upon the | 
theory that the check in question | 
was a cashier’s check and, therefore, | 
the direct liability of the issuing bank. | 
The distinction is without significance | 
here. Whatever the nature of the | 
check, it remained the property of the | 
payee, who, until payment, 
revoke the authority of any agent | 
to whom it had been entrusted for 
collection.” 
& Trust Co., 296 New York Supple- 
ment, 800.) 


Acceleration Clause 


So-called acceleration clauses in 
installment notes may prove to be 
disastrous to the holder, as a recent 
Virginia case illustrates. 


could | 


(Wolf vs. Title Guarantee | 


A note providing for installment | 


payments contained this acceleration 
clause: “The whole amount of this 
note, less any payments made hereon, 
becomes immediately due and payable 


in the event of non-payment at ma- | 


turity of any installment thereof.” 
T'wo successive installment payments 
were not made when payable. The 
holder accordingly sued and got judg- 
ment for these two payments. 
maker of the note then paid this 


| 
| 





The | 


| 






























238 Communities 
in New England 


For more than one hundred years, 
this bank has served the commerce 
and industry of its territory. With 
correspondent banks located in 
238 other New England commu- 
nities, including every major busi- 
ness area, it is equipped to handle 
promptly banking transactions of 
every type. 





THE NATIONAL 


Shawmut Bank 


40 WATER STREET - BOSTON 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
































INTERNATIONAL BANKING FACILITIES 
for Banks in the United States 


THE ROYAL BANK OF CANADA offers banks in this country 
an unusually comprehensive service through its wide branch 
system in the Dominion, Latin America and overseas. 





This institution maintains over 600 branches in Canada, 69 offices in 
Cuba, Puerto Rico, British and French West Indies, Dominican Republic, 
Haiti, Central and South America; branches in London and Paris. 


Inquiries are invited from American banks desiring banking 
cooperation in the conduct of their foreign business. 


™ ROYAL BANK 


OF CANADA 
Head Office, Montreal, Canada - New York Agency, 68 William St. 
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FIRST TRUST & DEPOSIT COMPANY 


SYRACUSE, N. Y. 


Extends a cordial welcome to all bankers attending the 


F.A.A. CONVENTION, September 13th—16th 
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judgment covering the two _ install- 
ments. 

Was the holder thereafter barred 
from bringing suit for the other un- 
paid installments? 

**A contract to pay money in install- 
ments is divisible in its nature,” the 
Virginia court pointed out. “Hence, 
each default in the payment of an 
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installment may be the subject of an 
independent action provided it is 
brought before the next installment 
comes due. Generally speaking, how- 
ever, a recovery for one installment 
will bar an action for the recovery of 
other installments then due. Each 
action should include every install- 
ment due at the time it is commenced, 
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REG. US. PAT OFF 








You will save money on points and ink by placing KERR 
Changepoint Pens on your foyer desks. 
banks have replaced old fashioned dip pens and dirty ink 
wells with this inexpensive, modern writing instrument. 


Write for Our “‘Approval Installation Plan.’’ 


ern CHANGEPOINT Gownlain Cons. 


Over 12,000 
KERR 


Fountain Pens 


Now In Use 
By Banks! 






Hundreds of 
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? One of America’s fine hotels— 
‘ unique in its physical charac- 
in its luxurious 
: appointments, and in its 
¢ deftness of service. 


WORLD-FAMOUS DINING ROOMS 


| THE BILTMORE 


David B. Mulligan, Prestdent 


‘ Madison Ave. and 43rd St., New York 
Adjoining Grand Central 
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unless a suit is pending for the re- 
covery thereof, or other special cir- 
cumstances exist.” 

Now the legal catch in this particular 
case was that, because of the accelera- 
tion clause in the note, the default in 
payment of one or more installments 
caused all subsequent installments to 
become “immediately due and pay- 
able.”” Hence when the holder sued 
for the two unpaid installments he 
could and should have sued for all 
subsequent installments. The court put 
it this way: 

“‘When the holder instituted action 
for only two of the installments, when 
all of the others were due, obtained 
judgment on them and_ procured 
satisfaction (payment), it constituted 
a complete bar to any action for the 
other installments.” 

The common sense of it is that if a 
man owes you $100 “immediately due 
and payable” and you sue him for 
$40 only, the reasonable inference is 
that either you have waived the other 
$60 or else the debtor has made satis- 
factory arrangements with you about 
it, possibly by rendering you a service 
in lieu of the cash. (Jones vs. Morris 
Plan Bank, 191 Southeastern Re- 
porter, 608.) 


Agreement Under Pressure 
Directors of a New York bank 


executed a certain guarantee agree- 
ment and transferred certain assets to 


_ a trustee to secure the carrying oul 


of the guarantee. Following this the 
bank was liquidated and a successor 
bank. was organized. The successor 
bank acquired the guarantee agrec- 
ment and the collateral pledged in 
connection with it. Thereafter the 
directors brought suit to have the 
guarantee agreement set aside and 
the collateral returned to them. They 
alleged that they had signed the 
guarantee agreement and turned over 
the collateral under duress. Ruling 
against the directors, the New York 
Supreme Court explained: 

“The guarantee agreements were 
made freely and with full understand- 
ing by the several guarantors, withoul 
any acts or threats on the part of the 
bank examiner which would constitute 
duress. Even if this were not so and 
the agreements were the product of 
duress, the directors may not be heard 
at this time so to assert. The guaran- 
tees and the pledges of property 
pursuant to the guarantee agreements 
were all valid on their face. If they 
were the subject of infirmity based on 
duress, the opportunity so to assert 
existed before they became part ol 
the assets of the successor bank. The 
directors had ample time to repudiate 
the agreements before they were 
taken over as an asset of the successor 
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There’s Less for 
the Operator to Do? 


Users of fanfold machines are amazed at the simple, 
automatic action of this remarkable new Burroughs 
Fanfold Machine. 


They quickly realize that it cannot waste costly time— 
that it does not waste physical effort. 


See for yourself how it will enable your operators to 
sustain high-speed production with much less effort, 
thereby lowering your costs of handling fanfold or con- 
tinuous forms of any kind. Ask for a demonstration. 





SPEEDS AND SIMPLIFIES THIS 
MULTIPLE COPY BANK WORK 


Returned Item Debits . .. Checks and Unit Check Register . . . Collection 
Letters . . . Note Notices . . . Advice of Credit . . . Advice of Fate . 

Advice of Security Transactions ... Purchase Orders . . . Payroll Deduc- 
tions for Savings . . . Trust Department Tickets . . . Safekeeping Receipts. 














BURROUGHS ADDING MACHINE COMPANY 
Detroit, Michigan 


0} 4 Ge 


Carriage Opens 
Automatically! 


Forms are Released 
Automatically! 


Carriage Returns 
Automatically! 


Carbons Shift 
Automatically! 


Then—as the operator removes 
the completed set of forms— 


New Forms Lock in Place 
Automatically! 


Carriage Closes 
Automatically! 


THE MACHINE 


DOES MOST OF 
THE WORK 









JUST TOUCH 





-NOT THE OPERATOR - 

















The Gibson has 


all three— 
Sleep Appeal, 
Price Appeal and 


Food Appeal APPEAL 
H. FULLER STEVENS, Manager 
Langeat TAG ati 


1000 ROOMS WITH BATH from 50 
& 








Represented in 
CHICAGO 6y Harry McEvoy, Hotel Sherman 
PITTSBURGH 6y Bothwell & Warner, Standard Life Bldg. 











MAN away from home on business 

is interested in restful sleep, good 
food, attentive service, and facilitation of 
his business so he can get home as soon 
as possible. 
We meet such men on common ground 
for it has been our privilege since 1856 
to provide tired men of affairs with 
cheerful rooms and soft beds; to set as 
excellent a table as the country affords; 
and to attend with courtesy to the slight- 
est wish of every guest. The hotel is 
convenient to Boston’s business section. 
Single rooms with private bath, shower, 


circulating ice-water and radio from $3.50 


> £ ¥ 


Glenwood J. Sherrard 


President & Managing Director ¥ { 





_ STREMONT AND SCHOOL STREETS 
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bank. Deposits in the new bank 
ensued in reliance upon its assets, 
including these guarantees and pledged 
property. No assertions of infirmity 
in the guarantees (because of duress) 
having been urged before they became 
part of the new bank’s assets, they 
became valid instruments in the suc- 


cessor bank’s hands and in the hands 
of all successor assignees.” 

Which suggests that when bank 
directors act under temporary “‘pres- 
sure” they are apt to find themselves 
committed to a permanent obligation. 
(Stewart vs. First National Bank, 296 
New York Supplement, 583.) 








BOOKLETS for BANKERS 











Free copies of booklets listed below can be obtained by addressing re- 
quests (on your letterhead) to The Editor, The Burroughs Clearing 
House, Second Boulevard and Burroughs Avenue, Detroit, Michigan 


New Booklets 


Property Insurance Digest—This digest was 
prepared to give a concise, yet fairly comprehensive, 
picture of the more important forms of property 
imsurance now available. It gives details on such 
forms as fire, windstorm, explosion, riot, leasehold, 
etc., and concludes with a miscellaneous section and 
a summary chart for the property owner. 


Discovering New Construction Possibilities 
in Glass Block—Glass blocks, which admit light, 
provide insulation and aid air conditioning, are 
described in detail and their uses illustrated. Besides 
showing pictures of installations of glass masonry, 
the booklet gives a conception of the versatility of 
that type of construction. Should be reviewed by 
those interested in practical and modern construction. 


Record Protection Chart—Based on tests by 
Underwriters’ Laboratories, Inc., and recommenda- 
tions of the National Fire Protection Association, a 
chart has been worked out for quickly arriving at 
the amount of fire protection needed for various 
records. Numerical value is given these factors: 
record classification, building construction, and fire 
hazard. Total points determine necessary protection. 


A Modernized Trust Plan—An eight-page book- 
let which tells how to eliminate the much-discussed 
tenant-remainderman conflict of interests, adjust 
income to living costs, and reduce risk of surcharge. 
A workable, proved trust plan of particular interest 
to trust men, lawyers and testators. 


The Bank Is in the Middle—A study of the three 
major risks of the safe deposit business: negligence, 
mysterious disappearance, and fraudulent and errone- 
ous claims. Booklet outlines provisions of a safe 
depository liability policy. Information is of vital 
importance to every bank executive, and is referred 
especially to legal advisers. 


Mutual Savings Banks—What They Are and 
How They Function—A booklet that takes you 
swiftly from the origin of mutual savings banks 
through their 127 years of growth, with emphasis 
on their present-day stature and mode of operation. 
Most of the material is presented by the question 
and answer method. Central Savings Bank in the 
City of New York published the booklet. Order 
copies in usual way. 


Booklets Still Available 


Letters of a Business Man to His Son—A 
series of seventeen advertisements published by 
American National Bank and Trust Company of 
Chicago. Aimed at a better understanding of the 
functions of banking. 


Creating New Business Through Insured Per- 
sonal Loans—Describes a plan for issuing blanket 
policy insuring the life of each borrower for the 


unpaid blance on his note, the insurance decreasing 
as the unpaid balance decreases. 


Ten-Point Guarantee of Structural Insula- 
tion—Twenty-page booklet outlining the resources 
of the company and the experience of users behind a 
guaranteed structural insulation. 


New Profits from Idle Days—History of build- 
ing with permanent materials, concluding with the 
present day trend to build with twenty-four-hour 
cement. 

1812-1937—Exceedingly interesting booklet com- 
memorating a century and a quarter of banking 
service by Manufacturers Trust Company, New 
York City. 

Callable Bond Issues—A pamphlet tabulation 
of 300 callable Railroad, Public Utility and Industrial 
bonds of general market interest bearing 414 per 
cent, 5 per cent and higher coupons which have sold 
over their call prices this year. 

For Modernization or New Construction Air 
Conditioning—A series of folders is available 
showing complete, movable “‘all-in-one’’ air con- 
ditioner. Heating units are also illustrated. 


Railway Express Solves My Collection Prob- 
lems—Special service rids one of troubles in collect- 
ing out-of-town accounts. Pamphlet gives details 
of service, including a schedule of charges for collec- 
ing and remitting. 

Common Financial Terms—A small booklet 
which furnishes brief, understandable definitions of 
frequently used financial terms. For practical pur- 
poses, the definitions are complete. 


Real Estate Mortgage Bonds—Printed reports 
giving detailed information on more than 200 widely 
held real estate bond issues. 


Portable Room Air Conditioner—A leaflet that 
describes a portable air conditioner suitable for 
home or office. Illustrated. 


True Conservatism vs. Conventional Con- 
servatism in the Management of Investments— 
Frank discussion of investor misconceptions and 
fallacious reasoning which cause losses. Of unfailing 
interest to individual investors and to trust managers 
with discretionary powers. 


Definite Bond Market Recommendations— 
An eight-page analysis and forecast of the bond 
market with definite buying and selling advice is 
offered by an impartial financial service. 


A Career in Life Insurance Representation— 
A thirty-six-page booklet issued by a leading life 
insurance company setting forth the opportunities 
in modern life insurance field work. 

The Factoring Business—Describes the origin 
and development of a factoring firm. Emphasis is 
placed on the services and functions of the factoring 
firm, with a description of its departments. 

What Will Your Directors Say?—Here is a 
folder about bankers blanket bonds, listing some 
typical cases of losses, and containing some pertinent 
points to consider in buying fidelity insurance. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH., U.S.A. 4070-9-37 
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: out Cuatome'th Sig NGTUTS on your 


Nn bank check makes it a live, negotiable piece of paper of 
ee definite value. If it is an ARROWHEAD SAFETY check 
be it will return to you in the same virgin state in which it left, 


an honorable, faithful representative of your bank’s credit. 
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life 


oe Arrowhead Safety is a smooth, lintless check paper, tough 
. and permanent in character. Its modern ‘“‘safety pattern’’ surface 
ie X())" design readily conforms to the newest styles of bank checks. 
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iiciiizaei Gilbert Paper Company, Menasha, Wisconsin /'8 82) 


Manufacturers of Fine Writing and Ledger Papers for 50 Years WW an 
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The Burroughs Short-Cut Method is 
simple and practical. It saves oper- 
ations in handling both small and 
large amounts. With fewer operations 
the work goes faster. With less to do, 
there is less chance for error. 


Let the Burroughs representative 
show you in your own office and on 
your own work what these savings 
can actually mean to you. Telephone 
the local Burroughs office today. Or, 
if you prefer, write for free, illus- 
trated booklet entitled ‘‘Short-Cuts 
That Save Valuable Time.”’ 


BURROUGHS ADDING MACHINE CoO. 
6014 Second Boulevard, Detroit, Michigan 








ADDING, ACCOUNTING, BILLING 
AND CALCULATING MACHINES 
CASH REGISTERS e TYPEWRITERS 
POSTURE.CHAIRS e SUPPLIES 
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FEWER 
OPERATIONS 
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350.00 
24.50 
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7,574.80 





60 OPERATIONS IN LISTING 


AND ADDING THESE 16 AMOUNTS 


O 
2 


Because two or more keys, together with the motor bar, 
can be depressed simultaneously on the Short-Cut Key- 
board, thus completely adding or subtracting the amount 
in one operation. 


Because ciphers print automatically. There is no need for 
a cipher key on the Short-Cut Keyboard. 


For example—the first amount ($10.45) was listed and added by depressing the 
“*1”’ key, the ‘‘4’”’ key, the ‘‘5”’ key and the motor bar—all in one single operation. 
The cipher printed automatically. 


Had each key and the motor bar been depressed separately—and had there been 
a cipher key to depress—it would have required 78 operations instead of 18 to 
list and add the 16 amounts shown on the above tape . . . thus, Burroughs saves 
60 operations on this one typical job. The total is obtained in a single operation. 


Think how many needless operations Burroughs Short-Cut Method saves in 
handling hundreds or thousands of amounts. Think how much time and effort 


it could save in your business. Investigate today! 














